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Once again Perfect Circle Piston Rings are the overwhelming choice among win- 

ners of Fleet Owner magazine’s annual Maintenance Efficiency Awards. And 

what is a better test of piston rings than daily fleet use? In an industry where 
costs are counted in mills per mile, there’s little room for second-guessing. Only replacement 
parts of proved long-run dependability— equipment that will reduce operational costs and 
increase profits—are acceptable. That’s why, year after year, the majority of award-winning 
fleets rely on PC rings for greater efficiency on the road—less down time in the shop— 
and more black ink in the books. Here’s real proof of Perfect Circle’s superior performance. 
EXCLUSIVE PERFECT CIRCLE USERS AMONG 1961 M.E. AWARD WINNERS e¢ ANDERSON HAULAGE COMPANY, COLUMBUS, 
OHIO « ARROW COACH LINES, BROWNWOOD, TEXAS « D.C. TRANSIT SYSTEM, INC., WASHINGTON, D.C. ¢ GARY TRANSIT, INC., 
GARY, INDIANA e GEO. A. HORMEL & COMPANY, FORT DODGE, IOWA « HARRISBURG RAILWAYS COMPANY, HARRISBURG, 
PENNSYLVANIA e KANSAS CITY TRANSIT, INC., KANSAS CITY, MISSOURI e LOUISVILLE TRANSIT COMPANY, LOUISVILLE, 


KENTUCKY e ROSE CITY TRANSIT COMPANY, PORTLAND, OREGON e THE CONNECTICUT CO., NEW HAVEN, CONNECTICUT e 
THE E. KAHNS SONS CO., CINCINNATI, OHIO e WASHINGTON, VIRGINIA, & MARYLAND COACH CO., ARLINGTON, VIRGINIA 


asain in ‘si— MOre 
award-winning 
fleets use 
Perfect Circle 
Piston Rings 


exclusively than the 
next 5 brands 
combined! 





ed 1 dd 1 OE al Cc, 2CcLe ... The Rings The Pros” Prefer! 


PISTON RINGS + POWER SERVICE PRODUCTS 
HAGERSTOWN, INDIANA «+ DON MILLS, ONTARIO, CANADA 





ANOTHER BLUE STREAK 
SECRET SERVICE TIP FOR YOU. 





“The Case of the 
GUARDED GENERATOR" |. 











ANOTHER GENERATOR KILLED 
TOO SOON. IF ONLY I COULD HAVE 


BUT MIKE, THERE 
IS & WAY TO PREVENT 


PREMATURE 
a eo 


GENERATOR 





! WITH A FUSE...AT THE VOLTAGE 
REGULATOR. LOOK HERE... 





& We 








I GET IT, SHERLOCK! “4 
NOW THE GENERATOR 1S 
PROTECTED AGAINST 
OVERLOADS. THE FLUSGE 
BLOWS IF SOMETHING 
SHOULP GO WRONG WITH 
THE CHARGING SYSTEM. 


I INSTALL THIS FUSE 
TO THE REGULATOR'S “B” 
TERMINAL, AND THE 
BATTERY LEAP TO 
THE FUSE. 

















GEE, THAT'S GREAT. 


l PRECISELY! BUT 
WORKS JUST LIKE A 


WHEN THE FUSE 
BLOWS, BE SURE 
TO LOOK FOR 
THE CAUSE 
BEFORE 
REPLACING 
IT. 


_ eee 





‘ie, 


REGULAR HOUSEHOLD 
\ FUSE ! = 
| Y 


vA 
STANDARD MOTOR PRODUCTS MAKES FIVE 
VOLTAGE REGULATOR FUSES WHICH WILL 
PROTECT PRACTICALLY ALL APPLICATIONS ; 
EVEN IMPORT CARS , MARINE AND 
INDUSTRIAL ENGINES . THERE 
ARE MORE DETAILS IN 
BULLETIN #103 . SEND 
FOR YOUR FREE 
COPY TODAY. 





STANDARD MOTOR PRODUCTS, INC., 
37-1 NORTHERN BLVD., LONG ISLAND CITY 1, NEW YORK 














i MIKE, I 
WONDER HOW 
MUCH CURRENT 

YOU CAN 





NO WONDER 
42,000 REGISTERED 
DEALERS SAY 
BLUE STREAK 
IS BETTER 





WORLD'S FOREMOST 
HEAVY- DUTY 
IGNITION LINE 


FOR YOUR 
BUSINESS. 


Me, 
/ BLUE STREAK ) 
ee 





REGULATORS ¢ SWITCHES ¢ COILS e CONDENSERS * CONTACT POINTS © WIRE AND CABLE 
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“From start to finish... 
a plan that fits all our needs 


says H.W. PEARCE, Jr, 


Ford dealer, Jackson, Ala. 


99 


“T’ve been using the Commercial Credit Plan for 
ten years. From start to finish, it’s a plan that fits 
all our needs. From faster acceptance of the paper 
to better collection experience, it’s a plan that 
really covers time sales. We have almost complete 
control over the deal, and the control lasts because 
of collision and comprehensive insurance. We get 
a nice volume of repair work that might other- 
wise be lost. All in all, the plan’s greater flexi- 
bility helps us obtain greater market penetration. 
That’s why we’re happy to offer bonuses to sales- 
men who sell the Commercial Credit Plan with 


the car.” 





Commercial Credit 
serves successful dealers 





For complete information on how our nee 

service can help promote your success, Com ER iv\ 

call or write the Commercial Credit (CREDITPLAN J 
* . 


Corporation office nearest you. Lk: 








eee 
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A Nnar 
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WITH NEW VICTOR OIL SEAL ASSORTMENTS 


All-steel baked enamel cabinet, 19%” x Sturdy welded wire rack for counter or 

2144” x 7”. Includes pressure-sensitive wall, 20” x 26” x 11”. Pressure-sensitive 
number tags, stock record card number tags, stock record 
and application chart. card and application chart. 


Get the oil seal assortment that suits your requirements best—plus 
your choice of storage rack OR cabinet at no extra cost. And that’s 
not all. With Victor’s free renewal stock listings and application 


FREE RENEWAL LISTINGS SERVICE 
to Keep Your Stock Up-To-Date 


data—an exclusive new service—you can keep your stock current Be sure to fill out and return this postage-free 


card found in each assortment. It insures your 


. é 3 getting up-dated stock listings and application 
Victor’s new assortments contain the seals you need most often— data as they are issued. Victor Mfg. & Gasket 


all precisely built to original equipment standards and all “fast Co., P.O. Box 1333, Chicago 90, Ill. —Canadian 
movers.”” Don’t miss out on this unique offer. Order from your Plant: St. Thomas, Ont. 
Victor Jobber now; use catalog numbers given below. 


and your storage unit useful year after year. 


Complete Assortment of Front and Rear Wheel Seals unum 
45 Different ltems—104 Seals total as A ruscnasts at 
JV22ER Rack and Assortment JV22EC Cabinet and Assortment -* 
Small Assortment of Front and Rear Wheel Seals 
27 Different Items—66 Seals total 
JV21ER Rack and Assortment JV21EC Cabinet and Assortment 
Assortment of Front Wheel Seals Only fa eared a 
23 Different Items—56 Seals total 
JV23DR Rack and Assortment JV23DC Cabinet and Assortment 


GASKETS - OIL SEALS + PACKINGS 


The 100% Coverage Line...for Cars, Trucks, Tractors, Stationary Engines 








MOTOR AGE ®@ October 196! 3 





MOTOR AGE 


EDITORIAL STAFF 


FRANK P. TIGHE - 
Editor 
H. DAVID LESLIE, JR. 
Managing Editor 
JOHN K. MONTGOMERY 
Technical Editor 
WILLIAM M. MONTGOMERY 
News Editor 
TERRENCE J. McCABE 
Feature Editor 
MARCUS AINSWORTH 
Statistical Editor 
HAROLD M. NELSON 
Specifications Editor 
HOWARD KOHLBRENNER 
Art Director 
EDWARD JANICKI 
Detroit News Editor 
JOSEPH GESCHELIN 
Engineering Editor 


PAUL A. MURPHY 
Chilton’s Flat Rate & Service Manuals 
Editor 
KEN ROSE 
Midwest Editor 
RAY KAY 
Pacific Coast Editor 


GEORGE H. BAKER, NEIL REGEIMBAL 
and DAVID R. HEINLY 


Washington News Editors 
CHARLES C. TAPSCOTT 
Editorial Consultant 
ROBERT GUNNING 
Readability Consultant 
BUSINESS STAFF 
Opposite Advertisers’ index 


FEATURES 


1962 New Car Show 


MOTOR AGE's annual salute to the auto-makers 
the 1962 new car line-up in full color. 


Polara '500" 33 Corvette 
Chevy Il... .. 34 Galaxie 
Fairlane . 35 Falcon 
Plymouth gs Thunderbird 
Valiant 36 Imperial 
Dart... 37 Chrysler 300 
Lancer a. Newport 
Pontiac 38 Starfire 
Tempest 38 F-85 

Hawk 39 LeSabre 
Lark 39 Special 
American 40 Continental 
Classic 40 Monterey 
Ambassador. . 40 Comet 
Impala 4] Cadillac 
Corvair .. d V-6 Engine 


Detroit 1962 


An ‘under the skin” 
nical point of view. 


1962 Engineering Round-Up 


A comprehensive repc e) 1e engineering features 
of the new models. 


Basic Electricity—Part IV 
MOTOR AGE winds up the electrical section of its 


A - T 
Mechanics Training Program. 


Also In This Issue: 


Some reasons why you should "Let Your Wife Learn 
The Business"; More of the things that your sup- 
pliers are doing with "Merchandising and Promotion”; 


How to SELL TBA/R sales and service, and other infor- 


mative features 
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Editorial 
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Service Managers’ Notebook 
Body Shop Tips 

Calendar Of Coming Events 
Imported Car Registrations 
Business Staff 


Advertisers’ Index 


UPCOMING 


Next month Motor Age will present highlights of some 
of the new "62 low-tonnage trucks. In December 
Motor Age will again feature its Good Shopkeeping, 
Tools and Equipment issue. Ideal shop layouts 

and equipment arrangements will be stressed. 


Engineering ae NB P 


MOTOR AGE. Published monthly by Chilton Company, Chestnut & 56th Sts., 
Philadelphia 39, Pa. Subscription price: United States, United States Possessions, 
$4.00 for one year, $7.00 for two years; Canadian, Foreign, $5.00 per year, $8.00 
for two years; single copies 40 cents. COPYRIGHT 1961 by CHILTON COMPANY 
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NOW...the new 
McQUAY-NORRIS 
ENGINE BEARING 


EXTRA 


Durability 


OTolalfelsaat-leliling 
Taalel-rer-le] iia 











ao mauay - NORRIS 
[waa c 
| | BEARINGS 





the new MI-IOOO 


THE Blue Gor ul © ENGINE BEARING 


-” J 
eee synonymous with quality . Precision Steel Back 
. . Sintered Copper-lead Lining 
. Barrier Plate 
. One thousandth of an inch 


The MI-IOOO engine bearing has an “extra thin” Be senccpn sty mesg 
babbitt lining only .001 of an inch thick, electrolytic- 

ally applied on a hard and durabie sintered copper- 

lead base. The MI-IOOO has the fine anti-friction 

qualities of babbitt plus the terrific strength of cop- 

per-lead—so it is easy on the shaft, yet won’t pound 

out under the most severe service. 


The combination of the MI-IOOO plus McQuay- 
Norris Heavy Duty, Chrome Control, Leak-Proof 
Piston Ring set, not only keeps the job running 


longer, but also cuts gas and oil costs. 
McQUAY- NORRIS 


Let your McQuay-Norris Wholesaler supply you with MANUFACTURING CO. 
the new MI-IOOO engine bearing! ST. LOUIS e TORONTO 





You name it... 
We've got it! 


The COMPLETE QUALITY | 


Whatever your replacement problem, 
MOPAR has the answer! 


MoPar now covers all the bases with the COMPLETE QUALITY line— 
parts and accessories for virtually all popular makes of vehicles. Engi- 
neered and manufactured to exacting specifications, this new, complete 
line includes: 


For CHRYSLER CORPORATION vehicles— 


GENUINE “NEW” MOPAR PARTS AND ACCESSORIES 
MOPAR APPROVED REMANUFACTURED PARTS 


For OTHER MAKES of vehicles— 


NEW MOPAR PARTS WITH UNIVERSAL APPLICATION 
REMPAR QUALITY REMANUFACTURED PARTS 


With these new or remanufactured parts, you can service more vehicles, 
faster, more profitably, because these quality parts fit right, work right. 


Your MoPar Parts source offers fast, efficient service and delivery on any 
order of any size. Call your MoPar Parts Wholesaler or Chrysler Motors 
Corporation Dealer... today! 


For Quality Parts and Accessories—you name it—MoPar’s got it! 
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- fine of parts and accessories! 


PARTS 
AND 
ACCESSORIES 


MoPar Parts and Accessories, Chrysler Motors Corporation, Detroit 31, Michigan 





PURE VINYL 


GET 
RAINCOAT 


WITH EACH CASE 


HEADLAMPS @7 am. ~~~ 


PLASTIC 


@ HEAT SEALED, STITCH- 
REINFORCED SEAMS 


@ SLASH POCKET HOLES 


@ ARM VENTS 


@ STYLISH RAGLAN 
SLEEVES 


@ SNAP FASTENERS 


@ SMART TRANSPARENT 
GREY COLOR 


@ PERFECT FOR DRESS OR 
woRK 


@ AVAILABLE IN MEDIUM 
AND LARGE SIZES 


@ MADE IN U.S.A. 


ANY TYPE: 


4001 - 4002 - 4005 
6006 + 6012 + 6013 


CONVENIENT CARRYING CASE 


See your supplier for details 
OFFER LIMITED—ORDER NOW 


(ts) TU 2 G- © AUTOMOTIVE PRODUCTS DIVISION 
TUNG-SOL ELECTRIC INC., newark 4, N.J. 
10 
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GET IN ON THE “GROUND FLOOR’ WITH 


LEECE-NEVILLE 6000-SERIES ALTERNATORS 


NOW AVAILABLE TO YOU! 


NEW LEECE-NEVILLE “|e 
40-AMP ALTERNATOR 


Sell the generator of the future NOW! 


Automotive experts predict that present D. C. Generators soon 
will be obsolete—replaced by the more efficient A. C. Generator 
known as the “alternator”. You have the opportunity —now—to 
get in on the “ground floor” with alternator sales and service. 
And, more important, you can handle the alternator manufac- 
tured by the pioneer in this field. Leece-Neville introduced 
alternators for automotive use in 1945 and offers you a proved, 
quality product backed by more than 16 years of extensive field 
service in all kinds of duty and on all kinds of vehicles. For 
complete details, contact your local Leece- Neville Distributor 
or send in the coupon. 


Ask about Leece-Neville Fractional D.C. Motors, too! 
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replacement for Chrysler 


alternator — also fits all Ford, 


General Motors 
and Chrysler vehicles 


LEectTRica, e 


s . 
'NCE 1909 


THE LEECE-NEVILLE CO., Dept. MA-10 
1374 East Sist St., Cleveland, Ohio 


Please send me more information about: 
(] 6000-Series Alternator [] D. C. Motors 


Name | ee aneee 
Company __ 


Address 





UNITED DELCO? WHAT'S IN IT FOR ME? 


simply 


AND YOUR SERVICE BUSINESS IS BET- 
TER ORGANIZED, EASIER TO PERFORM, 
MORE PROFITABLE! There's money for you... 
BIG money ...in batteries, tune-up and light repair, and 
United Delco can show you the way. @® UNITED DELCO 
cabinets for stocking parts, for one thing. There's one to 
exactly fit your needs ... with shelves and drawers 
organized and clearly marked for efficient parts. storage. 
They pack broad-coverage, fast-moving parts for most 
tune-up and light repair services—stats, bearings, ignition 
parts, carburetor parts, shocks, and dozens of others. 
@ DELCO INVENTORY CONTROL ... handled through 
Inventory Control Cards that come with your cabinet. At a 


12 


say Delco 


glance you know exactly what parts you have in stock. And 
your United Delco supplier checks all these cards periodi- 
cally to relieve you of inventory problems. M DELCO 
CATALOG INFORMATION helps you do a better job, 
easier and more efficiently. No more guesswork... you 
always have the latest application information at your finger 
tips. @ DELCO SERVICE TRAINING is free, through your 
United Delco supplier. You and your employees can receive 
practical, scientific schooling at a nearby GM Training 
Center. B DELCO PACKAGING has a bright look... 
brilliant and color-keyed to simplify your displays, sales and 
inventory. &® DELCO ADVERTISING is everywhere—net- 
work TV, radio, magazines, outdoor boards... all pounding 
home the Delco action phrase “Simply Say Delco” to car 
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owners in your area, reminding them that you're the quality 
headquarters for skilled tune-up and light repair service. 
@ DELCO LINES are well-known products, manufactured 
for years by many General Motors Divisions. All these lines 
are distributed through United Delco: Delco Remy, Delco 
Batteries, Delco Rochester, Delco Packard, Delco Products, 
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Delco Harrison, Delco Hyatt, Delco New Departure, Delco 
Guide, Delco Moraine, Delco Appliance, Delco Radio, AC 
Service Parts, and Hydra-Matic. @ Your United Delco 
Supplier will be happy to explain in full the answer to your 
question, ‘What's in it for me?” Call him right now... it’s 
sure worth checking into. Umited Delco 


UNITED MOTORS SERVICE, Division of Generali Motors 





CONTACT SET 
~\ &-10O6Gr 
1931988 


Delco 


TEN A 


FIVE 2979302 452 


D-106P 1 q = 10NiTION 
1931988 x ae 
CONTACT SET =: 7 








Delco Remy and Delco Rochester and Delco Packard. Put this popular team of 

Delco parts up-front in your modern Tune-Up Center .. . and watch your inventory and 

overhead problems melt before a sunnier profit picture. Why? Because Delco Remy 

Ignition Parts, Delco Rochester Carburetor OK Kits and Delco Packard Ignition 

extra Leads are fast turnover items. @ Delco is a brand name that customers know and trust. 

profit And these quality lines are long on coverage, short on inventory. Take, for example, 
broader just 16 Delco Remy contact sets. That's all you need to service 97% of all cars regis- 
coverage tered. For a quick, quality carburetor tune-up of popular U.S. cars and trucks 
less Delco Rochester Carburetor OK Kits fill the bill with gaskets, needle and seats, 
investment pump plungers. It's the same story with the new Delco Packard individual ignition 

| simply ca “~ leads. From only 12 TVRS leads or seven 440 copper core cable leads, you give 
Delco vy service coverage to nearly all American cars. # The United Delco tune-up ‘Pattern 
conte csieal For Profits” has this whole money-making story ... efficient coverage, impressive 
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PARTS FROM A SINGLE QUALITY SOURCE? 





advertising, training, application and service information. Ask your United Delco Supplier for details. = 
Better yet, take 15 minutes and let him show you the substantial profit opportunity you have in the tune-up busi- 
ness when you simply say Delco. Delco Remzy Electrical and Ignition Parts, the complete line of 
Delco Rochester carburetor service and replacement parts,and Delco Packard 
Ignition Leads are distributed nationally through Umited Delco. 


UNITED DELCO, Products of General Motors 
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TEN 
D- 106P 


1931988 
CONTACT SET 


WANT CONTACT SETS THAT MAKE PRECISION TUNE-UPS EASY? 


ly say Delco 


You save time when you install preassembled Delco Remy contact sets—save even more time on 
factory-adjusted units. They're available to fit most popular American cars and light trucks. And 
original-equipment quality gives you maximum protection against “comebacks.” HM Of course, this 
keeps your customers happy, too. They may never know about our sealed moisture-proof package 
that keeps contact sets factory-fresh. Or about our special fatigue-resisting spring, high-speed lever, 
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long-wearing points and rubbing block. Most likely, they'll just notice that their cars are performing 


better than they expected. And you'll get all the credit—which is all right with uu. Delco Remy 
automotive parts are distributed nationally through Umited Delco. 


DELCO-REMY « Division of General Motors Corporation * Anderson, indiana 
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NOW-—BIGGER, BETTER ADVERTISING 
TO SEND BATTERY SALES BOOMING! 


simply say Delco 


. . . because again this year the new Delco Battery advertising program gives you the most 
powerful sales support in the battery business. Just look it over! 


TELEVISION—NFL “Pro Football Game of the Week,” on CBS Saturdays, 4:30-5:30 p.m. 
Plus telecasts of eight major bowl games. 


RADIO—NBC ‘News on the Hour,” “Monitor,” ‘News of the World" and ‘‘Emphasis”... 


42 commercials each week. 
D E | ] OUTDOOR BILLBOARDS—Colorful, hard-selling battery advertising in key markets from 


DRY CHARGE 


tt ; 
BATTERY coast to coast 


MAGAZINES—The Saturday Evening Post, Look and Reader's Digest—convincing full page 
battery sales messages in full color. 


POINT-OF-SALE MATERIAL—To tie you in with the selling power of Delco advertising. 
Be sure you cash in on this bigger-than-ever program ...call your Delco Battery Wholesaler now. 


Delco Batteries are distributed nationally through Umited Delco 


UNITED MOTORS SERVICE, Division of General Motors 
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sealed Power STAINLESS STEEL 


oil rings have 





- Reach for this familiar red box 


"Mechanic appea 


®? 
fs 





Faas 


ws 


SEALED 





WHY? THEY POSITIVELY CONTROL 


OIL...TAME TOUGH TROUBLE JOBS FAST...ELIMINATE COME-BACKS 


Sealed Power Stainless Steel oil rings control oil 
better and longer than any other ring. 
Stainless Steel retains its tension at today’s 
higher operating temperatures. Tension is uni- 
form because it isn’t necessary to heat-treat this 
premium alloy; it doesn’t vary from lot to lot. 
Glittering Stainless Steel resists effects of acids 
and gases, doesn’t pit or etch, so carbon can’t 
cling. Return oil vents stay clean and free. 
Unique, patented design of Sealed Power 


Stainless Steel oil rings ends groove-depth prob- 
lems. Proper tension does not depend on con- 
tact with bottom of piston groove. No shims, no 
springs, no gauges, no “‘A” or “B” set worries. 

These rings fit, they hold their fit, they’re easy 
to install. Put a set in, button up the job and 
forget it. Sealed Power Corp., Muskegon, Mich. 


Scaled Power 


80,000,000 cylinders can’t be wrong! 


e PISTONS e PINS e ; 





Fitzgerald 
Gaskets 


have the 
answer! 


STEEL 


_ AND 
ASBESTOS 


GASKETS 


...and the 
added extra 


The Fitzgerald Manufacturing Co. 
Torrington, Connecticut 


Chicago Los Angeles Toronto 
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Ask your AIRTEX JOBBER 
about your Electromatic 


Corning Ware percolator. | 
It's yours free with the | 


Airtex AW62-6 Pack. 





SILENCE IS NYLON... 
and Only Airtex has it! 


_ 
and they ao... 
year after year! 


Why do Airtex Water Pumps outlast all others? The 
answer is NYLON! Only Airtex incorporates NYLON in the 
manufacture of the bearing assembly (note illustration 
above) . . . furnishes an all NYLON ball retainer. Result: 
No squeaky, squealing pumps .. . Airtex pumps are 
noiseless; Lubrication? NYLON requires none! Efficiency? 
The longer Airtex pumps run the more efficient the 
bearing becomes—again thanks to the NYLON retainer, 


Install NYLON Airtex .. . the best water pump made... 
they'll give you pumping performance unmatched 
year after year. 


AIRTEX 


AIRTEX AUTOMOTIVE DIVISION « AIRTEX PRODUCTS « FAIRFIELD, ILL. e WATER PUMPS, FUEL PUMPS 
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BACKSTOP 52x: 


What you really sell is customer satisfaction — 
make sure of it. Here’s the secret... 


When the break-in period is over, make sure 
your ring jobs keep on giving customers the 
improved performance and the gas and oil va 
savings they expect. Recommend the motor phd eae 
oil that cleans as it lubricates, to prevent 
sticking rings and noisy lifters. Customers 
appreciate it. And you'll appreciate more re- 
peat business and bigger profits! 
The oil that protects your good work best is 
Pennzoil—the world’s richest, most complete 
motor oil. So rich, it gives double the protec- 
tion demanded! So complete, users never need 
extra additives! Because the special power in- 
gredient, Z-7, keeps parts clean—stays on the 
job for the full life of each oil change. 
Pennzoil Z-7 makes customers happy. . . 
builds more business . . . boosts your profit. 
So protect all your engine jobs with Pennzoil. 
Call your Pennzoil distributor, listed in the 
Yellow Pages, or write Pennzoil, Oil City 31, Pa. 











Great Motor Oils! 


This great pair of 100% pure Pennsylvania Motor 

Oils with Z-7 stays tough full time—keeps moving 
parts clean and free of excessive wear. Use them—recommend 
them, for top customer satisfaction. 


Famous Pennzoil with Z-7 
in all correct service grades. 
Pennzoil 10W-30 with Z-7, 
world’s only oil-rich, ~~ ; ‘. 
"we Jongh Film. nal ay 
multiple-viscosity oil. viscos' 








WITH Z-7 
Member Penn. Grade Crude Oil Assn., 
Permit No. 2, Oil City, Pa. 
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1 ‘ REPAIR 
; SERVICE 

AIR Tire— 

SERVICE ; se Tube— 

Gauge— ‘ E 

Inflate 


You can buy Schrader Snap-in valves to match 


Valve as new 
as the tire... 
vital to your 


i —‘TIRE-LIFE 
“sr EXTENSION’ 


" 


the original equipment on a roiling, { 


or use the #990 Inventory 


ver box. 


o 


There are still a few dealers who do an incom- 
plete job when they mount a tubeless tire. 
They leave the old, used valve in! 

This is bad business. The tubeless Snap-in 
Valve is designed to safely last the life of one 
tire! Rubber in a valve loses its original elas- 
ticity reducing sealing effectiveness at the rim 
hole. Leaks are bound to occur before any new 


tire you guarantee rolls up its full built-in 
mileage. 
Customers learn fast. A TIRE-LIFE EXTENSION 
policy, performed with quality Schrader prod- f 
ucts pays off in steady business. So always per- the full line of Tire- 
form all 3 TIRE-LIFE EXTENSION practices. But, products are covered 


start matching the new tires you sell with fresh  Stnrader Catsiog. If 


. ou haven’t received 
new Schrader Valves right now! yours, write today. 





*What is the TIRE-LIFE EXTENSION plan? 
Simply applying the three handy prac 
tices shown above. By using this plan 
dealers benefit three ways: 1. Fewer 
Road Hazard Warranty adjustment claims 
2. Additional new business in tires and 
accessories. 3. More steady customers 





A. SCHRADER’S SON + BROOKLYN 38, N. Y. 
Division of Scovill Manufacturing Company, Inc. 


FIRST NAME IN TIRE VALVES 
Ce ae FOR ORIGINAL EQUIPMENT AND REPLACEMENT 











Made in America to Aritrican standards of quality by American craftsmen 
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Get this 
G-E 
Limberlite 


FREE* 


LIGHTS UP PLACES YOU COULDN'T LIGHT 
BEFORE. It hangs onto braces and cables—leaves 
both hands free to work on flex hoses, filter 
bowls, exhaust dampers... to check wiring, tim- 
ing marks, fuses ...to look into carburetors, 
door panels, radiators. 

The G-E Limberlite is built to last. It has an insu- 
lated G-E thermoplastic 16 gauge, 10” cable. It 
won’t short and is acid, grease and oil resistant. 
Its sturdy steel case holds two D cells. And you 
can’t buy one anywhere. 


*The G-E Limberlite is really free! You get it free 
when you order the special carton of G-E head- 
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' lamps—fifteen 4002’s and seven 4001's. 

It’s packed (without batteries) right in 

“S the carton. You don’t pay extra for the 

lamps and you pay nothing for the Limberlite. 

Ask your G-E lamp supplier for the Limberlite 

deal. Call him today because this offer is good 

only as long as the supply lasts. General Electric 

Co., Miniature Lamp Dept. M-137, Nela Park, 
Cleveland 12, Ohio. 


Progress ls Our Most Important Product 


GENERAL @@ ELECTRIC 
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“Our sales increased by 170,000 gallons last year, giving us 
a total of 1,536,000,” says Melvin Moritz, National Petro- 
leum Products Co., Wentsville and Troy, Missouri. “In 


20 years’ association with Texaco we've enjoyed steady 
growth. And Texaco is really jobber-minded—helps us in 
many ways. We know it pays to sell the best... TEXACO.” 


6 reasons why you can grow with Texaco 


1. The best retailer policy — 
Texaco helps its Dealers. 22,502 
Dealers have been with us for 
more than 10 years. 

2. Texaco is jobber-minded. 
Proof: 842 Consignees and Dis- 
tributors have been with us over 
20 years, some over 45 years. 

3. The best opportunity to cash 
in on “touring” business—because 
when Texaco customers are tour- 
ing they stop at Texaco stations. 
4. The best customer credit card 
—in fact, the only petroleum 
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credit card honored under one 
sign in all 50 states, and in 
Canada, too. 

5. The best national advertising 
program, year after year...con- 
stantly selling Texaco Products 
and Dealer service. The best sales 
promotional material to help 
build customers. 

6. The best petroleum products 
known and accepted nation-wide. 
Continuous research and develop- 
ment insure that Texaco will al- 
ways have outstanding products. 


TUNE IN TO THE HUNTLEY - BRINKLEY 
REPORT, MONDAY THRU FRIDAY, NBC -TV 
—— eee eee ee remem 
3ALES MANAGER, TEX MA-1 
135 EAST 42nd STREE 
| would like to get complet 

teaming up with Tex 


Jealer 


STATE 


PHONE 


i a 
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\V. Mae 
With men who intimately know and appreciate 


fine engineering and craftsmanship, Cadillac is accepted 


as motordom’s supreme achievement. 


CADILLAG MOTOR CAR DIVISION « GENERAL MOTORS CORPORATION 
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for rack 
alinement 


iG 


162 Power Rack is Bear’s answer to 
your many under-car servicing prob- 
lems. Its retractable ramps make 
room for alinement wherever you 
have room for a car! 

Space saving is only one problem- 
solving feature you get with 162 
Power Rack. There’s nothing like it 
for getting at shocks...replacing tail- 
pipes and other under-car service. 

It’s just like driving on to any 
other rack when you drive on to the 
162 Power Rack. You’ve got full 
visibility . . . no feeling of driving 


Copyright 1961 Bear Mig. Co 


MOTOR AGE @ October 196! 





, - . F 
a 


cing a NEW MONEY MAKER for 
alinement, mufflers, tail-pipes, shock absorbers, 
brake service, tires and balancing service! 


going on pe going up sage all up 


up a hill! When you are up, you are 
high enough up for under-car work— 
but low enough to easily make those 
over-the-fender adjustments. 

The controls are mounted on a 
wall or on the rack, so you leave the 
car before raising or lowering the 
ramps—assuring complete safety 


===INCREASE YOUR EARNINGS— MAIL THIS COUPON NOW!---- 


BEAR MFG. CO. 
Dept.M-10, Rock Island, ll. 


—————— 


... either wheel up eS 


with visibility from start to finish. 

With the 162 Power Rack you can 
lower either rear wheel independently 
—car remains on level plane to pro- 
vide an added safety factor. Cross 
member allows jacking of one or both 
front wheels. By using safety stands, 
all four wheels can be freed. 





Without cost or obligation, 


send me the FREE BUL- Addre 


LETIN on the new Bear 
Money-Making 162 Power 


Rack. City 





Zone___State 





Laman nan d 
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Five separate layers 
for longer life 


1. Heavy steel back provides 
strength and support tothebearing. 


2. Bearing lining absorbs impact 
of engine loads. Federal-Mogul 
combines millions of metallur- 
gically pure copper-alloy par- 
ticles (described below) to 
make a super-tough lining al- 
loy. You get a uniformly high 
strength that is less likely with 
other bearing alloys. 


3. Barrier plate extends bearing 
life by preventing migration of the 
overplate alloy into the copper- 
alloy lining. 


4. Overplate is a babbitt-type ma- 
terialthat easily conforms to 
minute irregularities in the crank- 
shaft during engine break-in. 


5. Tin flash plate provides corro- 
sion and rust resistance. 


_ MAKES BEARINGS SUPER-TOUGH 


You need this better kind of bearing for replacement in 
high-horsepower engines. The bearing lining is made up of 
metallic dust, with each particle—an exact proportion of 
copper and lead— permanently mixed and fused by heating 
and rolling. The result is a superior, super-tough alloy. 


Some kinds of copper alloys are poured from molten metal. 
This can produce uneven strength because molten alloy 
tends to form a hard-to-control mixture as it cools. That’s 
why Federal-Mogul developed the sintered alloy using 
the metallic dust shown above. This process gives you a 
controlled, fine uniformity that would be less likely with 
poured alloys. 


The Federal-Mogul- 5-layer bearing has three times the 
fatigue strength of the best babbitt. This means longer 
life under heavy engine loads. It is a more dependable 
bearing, too, because its super-tough bearing alloy is 
exactly uniform from bearing to bearing. 


Whatever kind of engine you overhaul, there’s a Federal- 
Mogul bearing that will deliver maximum service in it. 
In addition to the 5-layer bearing, the complete line 
includes overplated aluminum-alloy, straight copper-alloy, 
and babbitt bearings. You build extra life in your over- 
hauls—and build extra customer satisfaction, too—when 
you use the best bearings . . . Federal-Mogul! 


FEDERAL-MOGUL *"«™ BEARINGS 


FEDERAL-MOGUL SERVICE 


DIVISION OF FEDERAL-MOGUL-BOWER BEARINGS, INC. © DETROIT 13, MICHIGAN 
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Winners of Champion's 1961 


Here they are! The dealers and dealer-employees 
listed below are the lucky people who won from 1,160 
fabulous prizes in Champion’s big contest —simply 
by checking customers’ spark plugs .. . 


Knud Lund, assistant 
manager of K. A. 
Silva's station, Santa 
Cruz, Calif., scored 
second prize: A 1961 
Comet. 


6th prizes, Lone Star boating 
outfits, were won by. . . 


G. Klock, Frackville, Pa. 

J. Gonsalves, Hartford, Conn. 

7th prizes, Stromberg-Carison 
radio—hi-fi's, now belong to... 
E. J. Witkowski, Buffalo 2, N. Y. 
B. Dierendouck, Princeton, III. 

G. Gilbreath, Fort Payne, Ala. 

R. A. McCune, Penticton, B.C. 

0. Briggs, Los Alamitos, Calif. 

Joe Lakaer, Maple Hts., Ohio 

W. Patterson, Cleveland Hts., Ohio 
C. P. Durand, Oneonta, N. Y. 

L. J. Jenkins, Columbus 21, Ohio 
F. M. Miller, Miami, Fla. 

8th prizes, Bell & Howell 8-mm. 
movie cameras, went to. . . 

C. J. Scanton, Lincoln, Nebr. 

J. W. Warrack, Fort Bragg, N. C. 
R. A. Eck, Indianapolis 5, Ind. 

J. S. Conklin, Phoenix, Ariz. 

B. M. Satkowski, Buffalo, N. Y. 
C. F. McGee, Tulsa, Okla. 

G. W. Hooton, Tecumseh, Mich. 

R. Gramberg, Cleveland, Ohio 

R. Charles, Salem, Ind. 

V. Gonsalves, Hartford, Conn. 

W. Schmidt, Racine, Wisc. 

G. Sullivan, Elgin, til. 

J. C. Premont, Quebec, Quebec 
John 0. Lamb, San Jose, Calif. 

G. Sargent, Maywood, III. 

N. V. Holmes, S. E. Renton, Wash. 
F.C. M., St. Louis, Mo. 

Leo L. Lucas, Pittsburgh 10, Pa. 
J. L. Tomlinson, Bay City, Tex. 

0. J. Caskey, Dallas, Tex. 

Ray Vesta, Westchester, II! 

J. D. Sante, Jr., Cranston 10, R. |. 
H. H. Einink, Long Beach, Calif. 
L. Mitchell, Arlington, Va. 

C. D. Wetherbee, Philadelphia, Pa. 


Roger Jalbert, me- 
chanic at Laval Esso 
Service, 
Quebec, captured 
third prize: . 
Faicon. 


Pont Viau, Tenn., 


1961 


M. Nelsen, Willmar, Minn. 

P. M. Yinley, Brewer, Me. 

R. Feltman, Oklahoma City, Okla. 
0. Mazzucca, Glendale 27, N. Y. 
H. A. Rolinson, Youngstown, Ohio 
R. Zaehiez, Ogden, Utah 


ycles, were recei > 
H. G. McElroy, Brownwood, Tex. 
F. A. Mawing, Lima, Ohio 
J. F. Nugent, Norwood, Mass. 
W. Edwards, Louisville 6, Ky. 
C. E. Bowen, Independence, Mo. 
E. Guenard, Montmagny, Quebec 
Sarah Phelps, Miami, Fla. 
John Doe, Arvida, Quebec 


V. Desgagne, Conte Chaclevoix, 
Quebec 


Ron Krony, Pittsburgh 26, Pa. 
W. J. Schwan, Columbus, Ohio 
L. L. Potts, Oceanside, Calif. 

W. H. Wilson, Jacksonville 5, Fla. 
Bill Haguiski, Joplin, Mo. 

0. W. Cokley, Flossmoor, III. 
Geo. Leduc, Montreal, Quebec 

E. Kennich, Haugen, Wisc. 

J. C. Slathan, Kansas City, Kans. 
A. Coben, Akron 2, Ohio 

Lewis Chalk, Moyock, N. C. 
Parker Sphar, Plainfield, N. J. 

P. E. Hembree, Cheyenne, Wyo. 
W. Anderson, Roanoke, Va. 

Bob Frailey, West Covina, Calif. 
Ben L. Wyrick, Knoxville, Tenn. 
N. D. Chieffe, Pittsburgh, Pa. 

J. L. Marschang, No. Miami, Fla. 
Jim Galla, Austin, Tex. 

G. Hudek, Houston 36, Tex. 

J. F. Woodruff, Springfield, Ohio 
R. Pepin, Bagotville, Quebec 

G. Byrd, Long Beach 7, Calif 

A. N. Ladue, Ironwood, Mich. 
H 
K 
G 


9th prizes, Evans Interceptor 
bai dby.. 





. M. Miller, Jefferson City, Mo. 
. Furr, Wesson, Miss 
. A. Reed, Houston 21, Tex. 


M. J. Doyle, a Guif 
dealer in Memphis, 
took fourth 
prize: A 1961 Lark. 


manager of Cit 
ing Station, 


rize: A l 
ler American. 


B. P. Farbin, Shawinigan, Quebec 
T. F. McCory, St. Paul 3, Minn. 
Parker Sphar, Plainfield, N. J. 

C. Weatherbee, Phila. 26, Pa. 
Roy Roberts, Loveland, Colo. 

Jim Moore, Oklahoma City, Okla. 
M. Peizi, Barney, N. Dak. 

J. Craig, Wheat Ridge, Colo. 

M. H. Bucy, Miami, Fla. 

L. Johnson, Ogden, Utah 

Don Moore, Ft. Lauderdale, Fla. 
K. P. Briggs, Poughkeepsie, N. Y. 
J. Zumwalt, Jefferson City, Mo. 
B. C. Steven, Texarkana, Tex. 
Bill Boudra, Ft. Worth, Tex 

R. Hedgecock, Janesville, Wisc. 
Gary Temming, St. Louis 9, Mo. 
W. F. Kwapich, Toledo, Ohio 
Gary Temming, St. Louis 9, Mo. 
Ray Doshur, Azusa, Calif. 

James Porter, Inglewood, Calif. 
C. S. Stokes, San Anselmo, Calif. 
R. Leaggs, Salt Lake City, Utah 
R. Ranft, Bayside, L. |., N. Y. 

1. Rosenbaum, Pittsfield, Mass. 
W. Smiley, Lincoln, Nebr. 

J. Lemmern, Levittown, N. Y. 

H. V. Scarff, Baltimore 9, Md. 

E. A. Abraham, Oshkosh, Wise. 
Joe Fennig, Milwaukee, Wise. 

R. J. Thompson, West Chester, Pa. 
Chuck Moon, Vancouver, Wash. 
Mat Blett, Pacific Beach, Calif. 
W. Berkley, Middlesboro, Ky. 

J. Dorsett, St. Petersburg, Fla. 


R. Villeneuve, Mont Laurier, 
Quebec 


1. M. Greenberg, Miami Beach, Fla. 
G. Sullivan, Elgin, tl. 

Bob Pulus, Elmhurst, til. 

A. Stigen, Minneapolis 8, Minn. 

J. E. Foster, Sr., Glassboro, N. J. 
Wally Erdman, Janesville, Wisc. 

J. G. Mauck, Falis Church, Va. 

R. F. Wolf, Akron, Ohio 


W. P. McAlthany, 
Fill- 
ew- 
berry, S. C., won fifth 
961 Ram- 


C. D. Weatherbee, of 
Weatherbee’s Sun- 
oco Service, Phil- 
adelphia, Pa., was 
top “multiple prize 
winner," receiving 5 
items. 


Kevin Maloney, Braintree, Mass. 
M. Tremblay, Montreal, Quebec 
E. C. Eadins, Sarasota, Fla. 

A. Haider, Portland 6, Ore. 

T. Leatherwood, Itasca, Tex. 

W. E. Perman, Salt Lake City, Utah 
B. Gravel, Chicoutimi, Quebec 
Gale E. Jessee, Arlington, Va. 

W. M. Spencer, Portland, Ore. 
Larry Ansley, Beverly Hills, Calif. 
M. S. Vance, Davenport, lowa 

F. Motor Sales, Lansing, III. 

H. L. Carson, Vancouver 5, B.C. 
Charles Lippy, Baltimore, Md. 
Bill Lickie, Salisbury, N. C. 

W. Shreve, Enid, Okla. 

Russ Lash, Ft. Wayne, Ind. 

J. Edmonds, Washington, D. C. 
Delwa Tanner, Springfield, Va. 
Edmund Badura, Milwaukee, Wisc. 
L. L. Stokes, Gloster, Miss. 

John Warren, Brooklyn, N. Y 

L. Westenskow, La Grande, Ore. 
Frank Rick, Midlothian, Ill. 

Tex Bror, Flushing 67, N. Y. 
Dewey Hart, Independence, Mo. 
W. L. Huffman, Casper, Wyo. 


C. D. Weatherbee, Philadelphia, Pa. 


1. C. Crouch, Louisville 6, Ky. 
J. Bergerstoff, Lebanon, Ind. 
Al Artz, Grosse Pte. Park, Mich. 
George White, Austin 1, Texas 
R. McCalla, Antwerp, Ohio 

F. Craine, Lima, Ohio 

S. Spengler, Ofalion, Ill. 

L. V. Moore, Pt. Arthur, Texas 
Larry Lemke, So. Bend, Ind. 
Robt. F. Myers, York Co., Pa. 
S. M. Grubaugh, Orlando, Fla. 
Fred Green, Tulsa 4, Okla. 
Henry Orlik, Dearborn, Mich. 
F. H. Wells, Jr., El Paso, Tex. 
Irvin Hilkert, Poneto, Ind. 


Tom J. Gagnon, Two Rivers, Wisc. 


A. W. Cappel, Wittenberg, Wisc. 


P. Hutchison, an employee 
of the Milltown Garage, 
Westchester, Pa., won grand 
prize: His own, all-expense 
paid, luxury airliner—for two 
weeks to any points on the 
North American continent 
... plus $5,000.00 cash! 


R. W. Reinke, Wauwatosa 13, Wisc. 
Jerry Wear, Portland 14, Ore. 
Paul Giguere, Chicoutimi, Quebec 
Roland Fortin, Quebec 7, Quebec 
J. Foulle, Montreal, Quebec 

L. P. Ouimet, Dovernay, Quebec 
G. L. Snyder, San Francisco, Calif 
Ted Ortego, Dallas, Tex. 

Harry Abbott, Fresno 4, Calif. 

N. L. Whittman, Norfolk, Va. 
Benn Ladd, St. Louis, Mo. 

A. L. Bridges, Detroit 24, Mich 
James C. Brown, Des Plaines, III 
Geo. Ricks, San Angelo, Tex. 
John Hennie, Jupiter, Fla 

Donald Todzy, Appleton, Wisc. 

B. Cornwall, Jacksonville 4, Fla. 
J. W. Childs, Washington 8, D. C. 
M. Hoffman, Valentine, Nebr. 

Al Rinetti, Oakland 21, Calif. 
George Easan, Houston, Texas 

J. Morgan, Norfolk, Va. 


10th prizes, Coleman camp 
stoves, were won by. . . 

Bill Williams, Haverford 14, Mo 
Daniel Yoder, Bellefontaine, Ohio 
E. Gersztync, Hamtramck 12, Mich 
T. Lindom, Ypsilanti, Mich. 

A. F. Treadwell, Plymouth, Fla 
M. E. Livick, Staunton, Va 

W. P. Bengtson, Dassel, Minn 
Glenn C. Smith, Perry, Mo. 

C. T. Hukker, Washington, D. C. 
Roy V. Miner, Chicago, «Il. 

G. Nelson, Santa Clara, Calif. 
Robert Savard, Quebec 3, Quebec 
Don Van Meter, Bluffton, Ohio 
John K. Detert, Wausau, Wisc. 

J. R. Burns, Youngstown, Ohio 

F. Centano, Redondo Beach, Calif. 
L. R. Barker, S. Charleston, W.Va 
G. Graham, Mt. Clemens, Mich. 
E. T. Croker, Delta, Colo. 

R. J. Wolfe, Wenatchee, Wash. 

D. Sledge, Duncan, Okla. 


CHAMPION SPARK PLUG 
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“Trip ofa Lifetime’ Contest 


Champion’s 1961‘“Tyip of a Lifetime Contest”’ 
was the biggest auto parts contest ever run! 
Across the country it prompted hundreds of 
thousands of motorists to visit their dealers. 
It saw lucky motorists win 1,160 fabulous 


prizes. It saw a similar number of identical 
items won by the lucky dealers and dealer- 
employees listed below. 


But just as important—it encouraged a 
substantial boost in parts and service sales 
for the thousands upon thousands of dealers 
who got behind this contest that was success- 


Sid Pollock, Maple Hts., Ohio 
Wm. Heitert, St. Louis 20, Mo 
Fred Foster, Newport, Ky 

Stan Friman, Spokane 4, Wash 
R. E. Clenney, Abbeville, Ala 

C. S. Pollock, Stockton, Calif 
Richard Knack, Milwaukee, Wisc 
Max Fener, New Westminster, B.C 
E. C. Schrock, Johnstown, Pa 

J. Horalentz, Sharon, Pa 

V. Polito, Albany, N. Y 

S. Dupuis, Quebec, Quebec 

M. Richards, Janesville, Wisc 
John Gallop, New Bedford, Mass 
N. Passaloqua, Pueblo, Colo 

R. R. Henze, Davis, II 

C. Boothe, Elizabethtown, Ky 

C. P. Schuttes, Richmond, Va. 

F. D. Smith, Tucson, Ariz 

Gary Temming, St. Louis, Mo. 

W. C. Collins, Westfield, N. J. 

E. Meyer, Versailles, Ohio 

S. Laper, Scottsbluff, Neb 

H. Punzel, Ft. Atkinson, Wisc. 

G. Brickey, Vandalia, Ohio 
George Oneal, Dunedin, Fla 

G. Roberts, Thornton 16, Colo. 
Robert Dubois, Jackson, Mich. 

W. Morgan, San Diego, Calif 
George Evans, Knoxville, Tenn 
Earl Guenther, Wauwatosa, Wisc 
Jim Steenson, Portland, Ore 

F. Troiano, Thompsonville, Conn 
D. }. Collier, Arlington 4, Va 

R. W. Reinke, Wauwatosa 13, Wisc 
Robert A. Feol, Rochester 9, N. Y 
C. Chilson, St. Louis 19, Mo 
Gerard Shayne, Montgomery, Ala 
R. Cavalier, Willimantic, Conn 

R. R. Wilkins, Hayward, Calif 
Jim Craft, Nashville, Tenn 

Don Nise, Canonsburg, Pa 
Harold Rhodes, Fayetteville, N. C. 
Al Tuttle, Sidney, N. Y. 


Lewis Dardi, Roslindale 31, Mass. 
Jim Morgan, Takoma Pk., Md. 

V. McCullough, Madera, Calif 
Thomas Nash, San Gabriel, Calif 
Ray Strange, McAlester, Okla 

G. Petersen, Little Falls, Minn. 
Al Brochs, Detroit, Mich 

S. M. Cox, Miami, Fla 

Albert Turck, Portiand 1, Ore 
Charles Brown, San Francisco, Calif. 
R. Hutton, Augusta, Ga 

Rick Riewer, Glendale, Calif. 

C. Blanchard, Augusta, Ga. 

G. Nichols, Oklahoma City, Okla 
James Oman, Marysville, Wash 
Walter E. Shortt, Coronado, Calif. 
Ed Carlson, San Lorenzo, Calif. 
G. Donzella, Blauvelt, N. Y 

H. J. Cer, South Bend 19, Ind 
Phil Bellman, Eatontown, N. J. 
W. F. Bennett, Brandon, Fla 
C.M. Davidson, Osawatomie, Kans. 
C. Lloyd, Bremerton, Wash 

R. C. Smith, Milwaukee 22, Ore. 
A. J. Muller, New Orleans, La. 
Leo 0. Parsels, Sarasota, Fla. 

N. O. Thuy, Tracy, Calif 

M. Ondoire, Braddock, Pa. 

W. F. Bennett, Brandon, Fla. 

C. M. Davidson, Osawatomie, Kans. 
C. Lloyd, Bremerton, Wash 

R. C. Smith, Milwaukee 22, Ore. 
A. J. Muller, New Orleans, La 
Leo O. Parsels, Sarasota, Fla. 

N. 0. Thuy, Tracy, Calif 

M. Ondoire, Braddock, Pa 

R. Marshall, Philadelphia, Pa. 

D. Fleetwood, Columbus, Ind. 

C. De Spain, Midwest City, Okla 
D. R. Wiley, Albuquerque, N. M 
Jerry Ross, Oklahoma City, Okla. 
R. Rogers, Chicago, Ill 

E. A. Bean, Callaway, Md 

H. G. McElroy. Brownwood, Tex 
R. Dufour, Riviere du Loup, Quebec 


COMPANY «+ TOLEDO 1, OHIO 
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J. Blox, Portland, Ore 

A. Laujeau, Quebec, Quebec 
Paul Schmidt, Watertown, Wisc. 
Raymond Burch, Eugene, Oregon 
J. Buckley, Anaheim, Calif 

F. G. Braun, Tahlequah, Okla. 


C. Campeau, Montreal Nord, 
Quebec 


M. Gabrieli, Providence, R. |. 

J. Goffter, Punta Gorda, Fla 

Geo. Reiks, San Angelo, Tex 

L. Swadener, Portland, Ore 

Parker Sphar, Plainfield, N. J. 

W. Warshal, Seattle, Wash 

Frank Gamble, Castro Valley, Calif 

B. Haskin, Anaheim, Calif 

Ernie Mueller, Indianapolis, ind 

P. Giordanos, £. Huntingdon, Pa. 

John Streib, Milford, Conn. 

D. Audy, Latuque, Quebec 

L. A. Beischel, Monrovia, Calif. 

W. Stresse, Darien, Conn 

Bob Debassey, Los Altos, Calif 

Dave Kraebel, Buffalo, N. Y 

P. Quim, Santa Fe Springs, Calif 

Paul Chaykin, Fairless Hills, Pa 

E. J. Schneider, Winnipeg 4, Man. 

W. A. Wilson, West Baden 
Springs, Ind 

Anna E. Urbanus, Dorchester 25, 
Mass 

M. B. Huldeen, St. Paul 6, Minn 

L. M. Hill, Cocoa, Fla. 

J. Endean, Oak Park, Ill. 

Roland Pince, Jonquiere, Quebec 

W. L. Garett, Richmond 26, Va 


G. H. R. Peters, Mt. Vernon, Wash. 


J. Hovath, Rowayton, Conn 

H. Biltor, Saskatoon, Sask 

C. Pounds, Kenmore 23, N. Y 

R. Heywang, W. Englewood, N. J 
W. F. Holiman, Midland, Tex 
Ralph Pfarr, Kenosha, Wisc 

A. L. Price, Kansas City, Mo 
Jim Hannon, Lincoln, Nebr. 


DEPENDABLE 


SPARK PLUGS 


Richard Knack, Milwaukee, Wisc. 
Eugene Abate, Fair Lawn, N. J 
H. E. Delacroix, New Orleans, La. 
R. L. Anderson, Homestead, Fla 
Keith Thorman, Coral Gables, Fla. 
John C. Smith, Minneapolis 16 


inn. 

E. A. Buzzelli, Hibbing, Minn 
Ewan Campbell, Berkeley 7, Calif 
Bill Mills, Los Angeles 7, Calif. 
M. M. Barber, Mathis, Tex 
R. B. Clark, Santa Ana, Calif 
F. A. English, Coulee Dam, Wash. 
Ed Redderbush, Salem, Ore 
B. Cohen, Brooklyn, N. Y 
T. M. Dungan, Jr., Staten Is. 

10, N. Y. 


Howard Larbon, Port Allegany, Pa. 
B. Wallis, Athens, Tenn. 

L. Tarski, Keene, N. H. 

T. K. Carson, Los Alamos, N. M. 
G. Thompson, Riviera Beach, Fla. 
Mike Trujillo, Pueblo, Colo. 

Clint Smith, Tarzana, Calif 

Ed Lampe, Milwaukee, Wisc 
Jack Preston, Elizabeth 3, N. J. 
Victor Dallac, Belmont, Mass. 

S. A. Baum, Roselle, N. J. 

E. Wenck, Saskatoon, Sask. 

R. Cantara, Quebec. Quebec 

R. L. Knight, Sandston, Va 

B. Hudon, Charlevoix, Quebec 

D. Castonguay, Dorion, Quebec 
Romeo Dastie, Montreal N. Quebec 
M. A. Shutt, Beach City, Ohio 

H. Weisman, Chicago 16, til 

C. Helkin, Portiand, Ore 

J. Barlin, Jr., Cincinnati 11, Ohio 
K. C. Hewlitt, Miami, Fla 

D. J. Avery, Amsterdam, N. Y 

R. E. Buchanan, Shelbyville, ind 
R. Richardson, Springfield, Ohio 
J. B. Fox, Jr., Henderson, N. C. 
D. M. Buehre. Adrian, Mich 

N. Baker, Central City, Ky. 


fully designed to help them sell! 


Champion is truly proud that its “Trip of a 
Lifetime Contest’’ was such an outstanding 
success—for so many of its friends. 


44) 


- 


Donald Poe, Cumberland, Ky 

C. D. Weatherbee, Philadelphia, Pa 
E. Sorsby, Houston, Tex 

J. Bryant, Searcy, Ark 

Leo J. Cutter, Winamac, Ind 
Thomas Schuon, Ann Arbor, Mich 
Virgil Jones, Viroqua, Wisc. 

Ray Hart. Byron, N. Y 

R. G. Parkes, Pembroke, Mass. 
Carl Moneson, Watertown, N. Y 
Frank Perko, Palos Hts., Ill. 


F. P. Salamone, Needham 92, 
Mass 


R. Courschesne, Victoriaville, 
Quebec 

C. De Bouf, Jr. Lyons, N. Y. 

E. H. Smith, Miami, Fla 

N. V. Holmes, Renton, Wash. 

W. Luh, Monticello, ind 

W. Campbell, Perrysburg, N. Y 

R. E. Bossard, Cleveland 11, Ohio 

Robt. Hanagan, Binghamton, N. Y 

Edward Ramsey, Augusta, Ga 

C. Nichols, Birmingham, Ala. 

J. Mauldin, Atlanta, Ga 

Ed Gormez, Fairlawn, N. J. 

Steve Barmiks, Malton, Ont. 

P. Nicholas, Muskogee, Okla. 

Clyde Crawley, Cherryville, N. C. 

G. Cargrave, Monterey, Calif. 

P. Berry, Ashville, Ohio 

R. B. Flint, Tucson, Ariz. 

E. Urwiller, Scottsbluff, Nebr. 

G. R. Brook Houston, Tex. 

Geo. Elin, Dallas, Tex 

Jerry Johnson, Grants Pass, Ore. 

James Andrew, Graham, N. C. 

Donald Canary, Sacramento, Calif. 

C. Pohle, Aurora, Ind. 

J. O'Donnell, Phila., Pa. 

D. Oberlin, Akron, Ohio 

}. Frieburger. New London, Wisc. 

John K. Hill, Berea, Ohio 

A. F. Hundt, Milwaukee 7, Wisc 


And 700 Coleman picnic coolers 
were awarded as 11th prizes. 





A//-new water pumps 
with the exclusive McQuay-WNorris 
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McQUAY WATER PUMPS... 
NORRIS 





Install only McQuay-Norris water pumps, 


assembled by “POSITIVE-STOP” Machines 





that automatically position each part exactly 


so that perfect performance is assured. 





McQuay-Norris all-new Water Pumps— 


lubricated for life—are designed and 





manufactured with engineered precision for 


long life and efficient, leakproof operation. 


Customer satisfaction and good will? 
You bet! Profits? Most certainly! 


e Easy to Install 





a EE Y Y-NORRI LE- 
° Water Tight Seal SEE VOOR MeQUAT-NORINS WHS 
SALER FOR FULL DETAILS ABOUT: 


e Long Wear Life e Special Bonus Plan 


e High Profit Margin e Deferred Payment Plan 





McQUAY-NORRIS MANUFACTURING CO., ST. LOUIS, MISSOURI 
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JOBBER EXECUTIVE EDITION 


Are 


Your Commission Rates 


fo your Representatives 


ADEQUATE? 


This timely article has been devel- 
oped by a special committee of the 
Automotive Affiliated Representa- 
tives, and will be included in their 
1962 Annual Membership Roster 


TINHE old adage “the laborer 
is worthy of his hire” ap- 
plies to manufacturers’ repre- 
sentatives as well as the laborer. 
Unskilled or common labor is 
paid the minimum hourly wage 
whereas skilled or highly trained 
labor is paid many times the 
minimum hourly scale. Experi- 
enced manufacturers’ represent- 
atives—such as are qualified for 
membership in AAR—are cer- 
tainly in the skilled or highly 
trained category. They are, in 
fact, professional salesmen. 

A representative’s monthly 
check for commissions is not all 
net to him any more than the 
check the manufacturer receives 
for goods sold is all profit. Both 
have many expenses. The manu- 
facturers’ representative has his 
men to pay, office overhead, ste- 
nographers and traveling expen- 
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ses —hotels and meals, which 
have steadily increased in the last 
few years. A manufacturer’s rep- 
resentative finances himself and, 
to an extent, his manufacturer 
when introducing a new line. At 
first, volume is low and commis- 
sions received do not nearly com- 
pensate for time and effort ex- 
pended on the product. 
Experienced and well qualified 
associate salesmen are expensive 
to the manufacturer’s represent- 
ative. This is as it should be, for 
in salesmen, as in merchandise, 
you receive what you pay for. 
Low cost salesmen produce in- 
adequate volume and poor repre- 
sentation for the manufacturer. 
Warehouse distributors are a 
big factor in today’s automotive 
market. In many instances, com- 
missions have been drastically 
reduced to this class of account. 


This should not be done. These 
accounts still have to be sold and 
serviced. Due to their size and 
volume they generally require 
more time and effort than smaller 
accounts. In fact, double or triple 
sales effort is often needed in 
establishing or reviving a line. 
The manufacturer, in setting his 
price to this class of account, 

Continued on page V 





Gearing Your 

Credit and Collection 
Policies To 

The 1960’s 


Excerpts from a speech by R.C. Adams 
of Dun & Bradstreet at the recent Auto- 
motive Engine Rebuilders Association 


Veeting 


{i HE advent of the 1960’s—widely heralded 
as the “soaring sixties’—has not been 
without new problems. New problems in tech- 
nology and new problems in marketing have 
greeted us with some force. In a recent issue of 
Readers Digest, I read, “The world is moving so 
fast these days that the man who says it can’t 
be done is apt to be interrupted by someone 
doing it.’”” How true this is today! If we do not 
change to meet the new challenges we fall behind 
and probably fail. 


Launching Your Business 


I am sure that many of you witnessed (with a 
great thrill, as I did), the adventure into space 
of our first manned rocket launched from Cape 
Canaveral just recently. Reliving this experience, 
I thought to myself, can’t we compare our busi- 
ness in this modern era to the launching of a 
space capsule. Let’s say that we have a four-stage 
rocket, each stage dependent upon the proper 
function of the other to launch and complete our 
project successfully. I would like for you to visu- 
alize your business as a four-stage rocket on a 
launching pad. 


Stage number I represents the purchasing or 
manufacturing of goods. 

Stage number II represents the function of 
selling. 

Stage number III represents the collection 
function, and 

Stage number IV represents the profits we 
hope to launch from a successful business venture. 

These are the controlled, scientific, areas that 
make your business go—and place the profit dol- 
lar in orbit—either for business growth or per- 
sonal returns. 

I would like to devote my discussion to stage 
number II]—collecting the accounts receivable. 
Regardless of how good the purchasing—how tal- 
ented the sales job—you must now collect the 
money due you or stage number IV, profits, 
will not orbit for your business. 


Check Financial Statement 


I would like to urge you to sit down and take 
a good hard look at your most recent financial 
statement. Figure out what your average collec- 
tion period is, bearing in mind that it should be 
no more than one-third greater than the net 
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selling terms. In other words, with selling terms 
of net 30 days, the average collection period 
should not exceed 40. If you are in a situation 
where you are carrying more than 40 days in ac- 
counts receivable, you had better get started 
doing something about it. 

Once you have investigated your potential cus- 
tomer, state quite clearly what your terms are, 
then set up a rigid and inflexible collection policy. 
Go after the bill as soon as it is as much as 10 
days past due. Then keep on top of the account 
until you get the money or are obliged to turn 
the account over to a collection agency. It is 
largely a matter of education. Once your cus- 
tomers understand you want your money on time, 
they’ll put your name in the hat. It’s the job of 
the credit manager to see that these delinquent 
accounts are collected, collected promptly, and 
collected in such a way that good will is retained, 
where desired, and sales promoted whenever 
possible. 


Inflexible Collection Policy 


You may ask me why there must be such an 
inflexible collection policy. I would say that 
there are at least six good reasons. 

1. The older an account becomes, the harder 

it is to collect. With accounts receivable 
you cannot apply the old adage “It im- 
proves with age.” 


Heavy past due receivables tie up your 
working capital, thus you may not be able 
to take profitable advantage of discount 
term offers. 


Slow collections inhibit further sales to 
the slow paying customer. 

A firm courteous collection policy builds 
the business respect of customers for your 
business. 

A reputation for efficient and alert collec- 
tion efforts will in itself act as a brake on 
customers who might otherwise allow an 
account to slip into delinquency. 


Indulging a creditor may encourage him to 
over-extend his indebtedness. Here you 
must accept part of the responsibility for 
his failure—if he fails—because you have 
been an accessory to poor management. 


Use Credit Reports 


Don’t do business in the dark. Put lights on 
the avenue of credit by use of all available credit 
reports, and by discussion at trade association 
meetings. Above all, age your accounts receivable 
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regularly so you know at any given moment just 
where you stand. 

Each business has its own system for following 
up on accounts. Basically, of course, a statement 
of accounts should be sent out on time; if not 
paid, follow it up by reminder notice; if no re- 
sponse, then a collection letter, later on telephone 
calls or telegrams if they are applicable either the 
salesman or the credit manager as a collector or 
place the account with a reliable collection agency. 

Although a collection agency can do nothing 
an individual credit manager can’t do, the efforts 
of a collection agency frequently produce re- 
sults when the credit manager’s initial attempts 
at collection have failed. 

Another value of the collection agency, par- 
ticularly for smaller businesses, is the experi- 
ence and technical knowhow it makes available. 
An account placed for collection has the atten- 
tion of experts in the collection business. The 
credit manager is relieved of the burden of 
collecting certain past dues which can easily 
take up too much of his time. And these very 
accounts often present problems he may not be 
equipped to solve. 

Use wisdom and discretion in the selection of 
customers to whom you are willing to extend 
credit. So often, a businessman has told me that 
many of the customers were personal friends and 
he just hated to ask them for money and possibly 
drive them away. I do not hesitate to say that 
these people are not friends—but rather in a 
business sense they are enemies. If they buy on 
your terms, and they do not pay promptly, then 
they could impair the financial liquidity of your 
business, destroy your credit standing and place 
you on the brink of failure. 

Do not hesitate at any time to ask for money 
that is due you—and be firm about it at the time 
you make your request. Wouldn’t it be more 
awkward to ask the bank for a loan and state 
as the reason that you are a poor collector? 


Counsel Marginal Customers 


Now, I don’t say that you should sit back and 
sell only “gilt-edge” accounts. A profitable busi- 
ness does sell marginal accounts. I would say that 
you should counsel these marginal customers. 
Educate them well to your credit position, then 
emphasize that a successful business is a well- 
disciplined business. You shouldn’t hesitate to 
give them advice on how they can better manage 
their businesses. As a supplier to the trade you are 
one of the best qualified people to give them ad- 
vice. This is a service you give with your product. 
When you contribute to the growth of a customer 
—you are building your own business. 





Automotive Wholesaler’s Sales and Inventories 


Data from the Bureau of the Census, Dept. of Commerce 


—_—_- Per Cent Change in . 
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Monthly Sales of Automotive Jobbers Monthly Sales of Franchised Car Monthly Sales of Gasoline Service 
incl., Tire and Tube Wholesalers * Dealers* Stations* 


All Data Are in Millions of Dollars All Data Are in Millions of Dollars All Data Are in Millions of Dollars 
Per Cent Per Cent Per Cent 
Month 1960 Change Month 1961 1960 Change Month 1960 Change 
RE ee , , i \ . $1, 
err ; 54 
Mar. . 
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Total—12 Months. ... see - Total—12 Months. ... $32,701 Total—12 Months. ... 
Total—? Months. $3,182 $3,200 : Total—7 Months.$17 , 503 $19,943 Total—7 Months. $10,244 


* Estimated by the Bureau of Census 


MONTHLY SALES OF AUTOMOTIVE WHOLESALERS— 
INCLUDING TIRE AND TUBE WHOLESALERS 


(All Data in Millions of Dollars) 
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Commission Rates eeeee#e Continued from page / 


should include a_ satisfactory 
profit for himself and, as well, 
a profitable commission rate for 
the representative. 

Every manufacturer likes to 
have his line forcefully — pre- 
sented by the representative. 
The best way to accomplish this 
is to pay an ample commission 
to the representative on all 
classes of accounts. The repre- 
sentatives’ salesmen naturally 
will also push the manufacturer’s 
line that pays the most satisfac- 
tory commission 
the amount Higher 
commission rates will accom- 
plish more for the manufacturer 
in getting his line pushed than 
all of the bulletins, sales meet- 
ings, telephone calls or promo- 
tions will ever produce. 

Reputable manufacturers’ rep- 
resentatives also perform a col- 
lection service for the manufac- 
turer. The representative is, in 
reality, a branch manager and his 
commissions should this 
phase of his work as well as the 
actual selling. 

In most cases, manufacturers’ 
representatives do not share in 
the pension or retirement plans, 
which most manufacturers use. 
The representative has to supply 
these fringe benefits for himself 
and his employees out of the 
commissions he receives. Cer- 
tain territories cost more than 
others to cover—due to the num- 
ber of miles necessary to travel, 
the local cost of living, etc. This 
should also be considered by the 
manufacturer in 
commission rate. 


as he shares in 
received. 


cover 


setting his 


Management normally receives 
increases in salary and profit. 
Labor, from time to time, re- 
ceives increased hourly wages. 
However, representatives’ com- 
missions have not been increased 
and, in have even 
been reduced. Management and 
labor are entitled to receive in- 
creases to offset higher expenses 
and increased cost of living. 


some cases, 
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For the same reason, the repre- 
sentative is entitled to receive 
increased commissions to offset 
his increased cost of doing busi- 
ness. 


Three Factors 


Three important factors are 
necessary in producing and mar- 
keting merchandise—good man- 
agement, good labor and last, 




















“We're out of road maps.” 








but not least, a good sales force. 
All are entitled to receive an 
adequate remuneration. They 
must work together as a team 
and no one of them should pros- 
per at the expense of the other. 
If the merchandise produced by 
the manufacturer and labor is 
not sold, soon the factory is closed 
down and labor is unemployed. 

The representative’s position 
in this picture is a very impor- 
tant one. Good representation 
produces business ; business keeps 
the factory running full time; 
full time employment 
prosperity for everyone. 

Please consider these facts 
in establishing representatives’ 
commissions and remember that 
nothing is accomplished or be- 
gins until a sale is made. 


insures 


MEETINGS 


Oct. |1-14—Automotive Whole- 
salers of Texas Convention and 
Booth Conference, Granada Hotel, 
San Antonio, Texas. 


Oct. 25-27—The National Man- 
agement Association's Annual 
Convention, Sherman Hotel, Chi- 
cago, Ill. 


Oct. 30-Nov. 2—Automotive 
Warehouse Distributors Assn. Con- 
vention, Muehlebach Hotel, Kan- 
sas City, Mo. 


Nov. 8—l|0—Automotive Parts Re- 
builders Assn. Convention & Trade 


Show, Hotel Biltmore, Los Angeles, 
Calif. 


Nov. 8-—10—Annual 
South Carolina Automotive 
Wholesalers Assn., Inc., Fort 
Sumter Hotel, Charleston, S.C. 


Convention 


Nov. 16-18—Virginia Automotive 
Wholesalers Assn. Convention, 
Hotel Roanoke, Roanoke, Va. 


Nov. 16—-19—California Automo- 
tive Wholesalers Assn. Conven- 
tion, Catamaran and Babia Motels, 
Mission Bay, San Diego, Calif. 


Nov. |7-19—Automotive Whole- 
salers of Illinois Convention, St. 


Nicholas Hotel, Springfield, III. 


Nov. 27-30—National Automotive 
Parts Assn. Annual Meeting, Drake 
Hotel, Chicago, Ill. 


Dec. 7—14—Automotive Electric 
Assn. 44th Annual Meeting and 
Manufacturers-Distributors Confer- 
ence, Edgewater Beach Hotel, Chi- 
cago, Ill. 


Jan. 19-21, 1962—Ohio Automo- 
tive Wholesalers Assn. Booster 
Convention and Booth Show, The 
Neil House, Columbus, Ohio. 


Continued on page VI 





Motor Age Newsettes 


A.S.1.A.—Boosters Affiliate 


In a joint statement issued 
from the offices of the Automo- 
tive Service Industry Associa- 
tion and the Automotive Booster 
Clubs International, Inc., the re- 
spective organizations’ presi- 
dents announced the affiliation 
of 3,500 Boosters, through their 
local Clubs, with A.S.I.A. 

The affiliation was approved at 
special meetings of the boards 
of directors of A.S.I.A. and 


Booster International, and is ex- 
pected to result in mutual ad- 
vantages to both organizations. 


Speakers Bureau Formed 
For 1.A.S.I. Show 


Work is progressing on the 
formation of a Speakers Bu- 
reau for the 1962 International 
Automotive Service Industries 
Show, according to Victor B. Day, 


Attending the first Show Committee meeting for the 1962 Pacific 
Automotive Show to be held in Portland, Oregon next March are, 
(left) Orval L. Butler, Chairman Show Committee and Asst. to 
Pres. ’62 P.A.S., Stevens Corp., Portland, Oregon, and Harold R. 


Litterell, President ’62 P.A.S., 


Oregon. 


Litterell Parts, Inc., 


Medford, 


Perfect Circle Corporation’s new Rushville, Indiana piston ring 
foundry began operations early in August. The new, highly- 
mechanized, ultra-modern facilities replaces an older plant in 
Rushville in which the company began operation in 1955. 


Chairman of the Joint Operat- 
ing Committee for the Show. 

The purpose of the Bureau is 
to acquaint warehouse operators, 
jobbers and retail outlets in the 
five-state area of Wisconsin, II- 
linois, Michigan, Indiana and 
Iowa with the importance of the 
Show to the Automotive Service 
Industry and the profit possi- 
bilities connected with such an 
exhibition of new parts, accesso- 
ries, tools equipment and sup- 
plies, as well as details of the 
cooperative transportation plan 
and attendance hours. 


* * * 


Sealed Power To 
Build New Plant 


Paul C. Johnson, President of 
Sealed Power Corporation, has 
announced that the company 
plans to build a new casting and 
machining plant in the Muske- 
gon, Michigan area. 

The new plant will cast and 
rough-machine cylinder sleeves 
with particular emphasis on 
sleeve liners for aluminum en- 
gines. Plans are to start con- 
struction this fall in order to 
have the facility in operation as 
soon as possible after the first 
of the year. 


Industry Meetings 


Continued from page V 


Feb. 28—Mar. 3—International 
Automotive Service Industries 


Show, Navy Pier, Chicago, III. 


Mar. 22-25—Pacific Automotive 
Show, Memorial Coliseum, Port- 


land, Ore. 


Apr. |1-13—Canadian Automo- 
tive Service Show, Automotive 
Building, Canadian National Ex- 
hibition grounds, Toronto, Canada. 


Apr. 29—May 2—National Auto- 
motive Parts Assn. Spring Meet- 


ing, Boca Raton Hotel, Boca Raton, 
Fla. 
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Cuyahoga Body Rebuilders 
Join 1.6.0. Of Ohio 

At a meeting held recently in 
Cleveland, Ohio, a local group 
of body shop operators, who 
have been known as the Cuya- 
hoga Body Rebuilders Associa- 
tion voted to their 
group and submit applications 
for membership in the Cleve- 
land I.G.O. unit. 

This joining of 
now provide a single, unified 
program for shop owners in this 
area and will strengthen the 
Cleveland unit as well as the 
state and National 1.G.0.A. 


disband 


forces will 


A.S.1.A. Releases 
Wage-Hour Guide 


A management booklet on “The 
Federal Wage-Hour Law,” as 
amended September 3, 1961, has 
been released by the Automotive 
Service Industry Association to 
its wholesaler members. 

The 24-page manual was pre- 
pared by A.S.I.A. legal counsel 
as a management guide on the 
law’s applications and provisions 
as they affect automotive whole- 
salers. Its contents cover such 


items as wage requirements, 
overtime, bonuses, enforcement, 
hours, exemptions, records and 
other legal aspects of the newly- 
amended federal law. 


% 


NCPR Joins A.S.1.A. In 
Opposition To Premiums 

The National Congress of 
Petroleum Retailers has backed 
the Automotive Service Industry 
Association’s sharp attack on the 
extensive use of “premiums” by 
manufacturers in the merchan- 
dising of automotive products. 

The NCPR, representing over 
10,000 service stations, unani- 
mously passed a resolution at its 
recent convention in Denver, 
“commending the stand taken by 
A.S.LA. in opposing the use of 


premiums.” 


A.S.1LA. Offers Hand To 
Hurricane Carla Victims 


In a bulletin to wholesalers 
in Louisiana and Texas, J. L. 
Wiggins, Executive Vice Presi- 
dent of the Automotive Service 
Industry Association, said that 
A.S.LA. “stands ready and will- 
ing to help in any way it can.” 


Members of the J.0.C. Publicity Committee for the 1962 I.A.S.L. 
Show met in Chicago recently to discuss the formation of A Speak- 
ers Bureau. Joseph Fischer, Committee Chairman, announced that 
the Bureau would be under the supervision of Mel Turner, well- 
known national speaker in the Automotive Service Industry. 
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Necrology...... 


Carlyle Fraser 


Carlyle Fraser, chairman of 
the board of Genuine Parts Co., 
Atlanta, Ga. died suddenly 
September 12, 1961. Well-known 
and well-liked throughout the 
industry, Mr. Fraser was one of 
the organizers of the National 
Automotive Parts Assn. and 
served as its president in 1939- 
1941. He was a N.A.P.A. direc- 
tor since that time. 


Carlyle Fraser was born at 
Cornwall-on-the-Hudson, N.Y. 
He served in the U.S. Army in 
World War I, and in 1919 was 
sales manager for Superior 
Motor Parts, Pittsburgh. Mr. 
Fraser became president of the 
old Genuine Parts Co. in Wheel- 
ing, W.Va. in 1925. He bought 
Motor Parts Depot, Atlanta in 
1928. 

The name was changed to 
Genuine Parts Co. and in the 
first year under Carlyle Fraser’s 
leadership the firm did a volume 
of $75,000. This is in sharp con- 
trast with 1960 when the Gen- 
uine Parts organization enjoyed 
a total volume of sales over $75 
million. 

Today the Genuine Parts or- 
ganization owns and operates 
thirteen N.A.P.A. warehouses, 
100 jobbing stores throughout 
his warehouse areas and two re- 
building plants in Atlanta and 
Memphis. 
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Recent Appointments 


Thomas McLennan (photo)— 
as Assistant Automotive Dis- 
tributor Sales Manager for the 
Thermoid Division, H. K. Por- 
ter Company, Inc. 


Harold Nutt—as Chairman 
and Chief Executive Officer of 
the Borg and Beck Division of 
Borg-Warner Corporation. 


R. Jack Hawes—as Superin- 
tendent of Technology for the 
Tidewater Oil Company. 


Phillip J. Costello (photo)— 
as sales manager, Replacement 
Division of McQuay 
Manufacturing Company. 


Norris 


Earle E. Vondergoltz—as 
Manager of Product Develop- 
ment for the Stran-Steel Divi- 
sion of National Steel Corpora- 
tion. 


Tommy Mote—as Executive 
Secretary for the Georgia Auto- 
motive Wholesalers Association. 


H. G. Bleeker—as_ Carlite 
Glass Sales Manager for Auto- 
lite Division of Ford Motor 
Company. 


Paul E. Hughes (photo)— 
as General Manager of Globe 
Pacific Hoist Company, Long 
Beach, California, a division of 
Globe Hoist Company, Philadel- 
phia, Pa. 


E. S. Russey—as Chairman of 
Borg-Warner Limited, Letch- 
worth, England, Mr. Russey’s 
new duties will be in addition 
to these he now performs as 
Director and Vice President of 
Borg-Warner, and President and 
General Manager of the Warner 
Gear Division at Muncie, In- 
diana and Warner Gear Com- 
pany, Limited at Windsor, 
Ontario. 


W. H. Schomburg, Jr. (photo) 
—as General Sales Manager of 
the Dana Corporation. 


Henry T. King, Jr.—as Assist- 
ant to the Vice President, Inter- 
national Division of Thompson 
Ramo Wooldridge, Inc. 


Douglas M. Heller—as Assist- 
ant General Manager at the 
Radio Division of the Bendix 
Corporation. 


Richard S. Abrams—as Man- 
ager of Development, Union 
Carbide Olefins Company and 
James C. Malone as General 
Manager of the Silicones Divi- 
sion, Union Carbide Corpora- 
tion. 


Robert F. Meyers—as Vice 
President of the C. M. Hall 
Lamp Company, Detroit, Michi- 
gan. 


George J. Miller (photo)—as 
Eastern Regional Manager for 
the Columbus Parts Corpora- 
tion. 
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Dodge spends the money where you can see it. 


The ]9oO2 


NEW CAR SHOW 


DODGE 


POLARA *‘‘500’’ 


ODGE’S completely new Polara “500” is 
a limited-production luxury sports 
model that is offered as a two-door hardtop 
or a convertible. Mounted on a 116 in. wheel- 
base, it features bucket seats and a console. 
Standard engine is a 305 hp, 361 cu-in. 
V-8 with special camshaft, four-barrel car- 
buretor and dual exhaust. Engineering ad- 
vances include a more compact automatic 
transmission, a forced-air heating and ven- 
tilating system, long-life chassis lubrication, 
self-adjusting brakes and a new starting 
motor. Full unit-construction, Torsion-Aire 
ride and Dodge’s seven-step, dip-spray corro- 
sion protection process have been retained. 
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The interior and exterior of the Polara 
“500” are color matched. All-vinyl interior 
trim and wide use of a special beige color 
highlight all five exterior colors. 

Styling reflects the European theme of 
long hoodline and close-coupled rear quarter, 
and emphasizes design balance of perform- 
ance and handling. 

Redesigned automatic transmission has 
provision for a parking sprag controlled 
from the instrument panel. An 1134 in. di- 
ameter torque converter is connected to the 
crankshaft flange by flexible drive plate. 
The front pump now is driven directly by 
the impeller hub. Case is aluminum. 





CHEVROLET 


CHEVY Il 


IG news from Chevrolet is the Chevy II. 

The newest member of the family is 
mounted on a 110 in. wheelbase which puts 
it between the Corvair and the standard size 
Chevrolet. 

With three series designations, the ‘‘100,”’ 
“200” and “Nova 400,” the new entry offers 
a wide choice of models—two and four-door 
sedans, four-door station wagons, a two-door 
sport coupe, and a two-door convertible. 

The buyer has a choice of two engines, 
also brand new—a 153 cu-in. four cylinder 
(“Super-Thrift”) rated 90 hp at 4000 rpm, 
and a 194 cu-in. six cylinder (“Hi-Thrift’’) 
rated 120 hp at 4400 rpm. Both have a com- 
pression ratio of 8.5:1 and feature single- 
barrel carburetors and hydraulic lifters. The 
four cylinder has five main bearings, and the 
six cylinder has seven. Combustion chamber 
geometry is a “modified wedge” configura- 
tion. Pistons are of cast aluminum. 

A three-speed manual transmission 
(2.94:1 Low) is standard, although auto- 
matic Power-Glide is optional with either 
engine. Both optional and Positraction axle 


Chevrolet puts one right in the middle .. . 


ratios are available for Chevy II models. 

The front suspension system is conven- 
tional independent design of high-mounted 
coil springs. The rear suspension, however, 
is unique in using special single-leaf springs. 
The system consists of leaf springs, diag- 
onally-mounted shock absorbers, compres- 
sion type rear shackles, and an unusual axle 
mounting arrangement that sandwiches the 
center of the spring leaf between heavy rub- 
ber pads. Berlin-type spring eyes with large 
rubber bushings also contribute to the reduc- 
tion of noise and vibration. 

The new leaf spring is a five-foot steel 
bar, shot-peened for increased durability— 
Variations in thickness and width provide 
uniform stress distribution. Maximum stress 
level is 25 per cent over multi-leaf springs. 

The new line has integral body and frame 
construction. Unitized front end structure 
has bolt-on fenders. 

Buyer has choice of 14 exterior colors 
with color-keyed interiors. Complete line 
of comfort and safety options is available, 
including power steering and power brakes. 
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FORD 


FAIRLANE 


LTHOUGH the name is the same, the 
1962 Ford Fairlane is an entirely new 
product. Mounted on a 115.5 in. wheelbase, 
its size and price place it between the Falcon 
and the Galaxie. 

With clean, crisp lines, the Fairlane and 
Fairlane 500 are available in both two and 
four-door sedans. Standard engine is a 170 
cu-in. straight six. An optional 221 cu-in. 
cast iron overhead valve V-8 weighs only 
450 lb dry. 

A two-speed automatic transmission is op- 
tional with both engines. Overdrive, is avail- 
able only with the V-8. 

The all-new series also boasts a 6000 mile 
crankcase oil interval, 30,000 mile chassis 
lube period, and an all-season cooling system 
good for 30,000 miles. 

Unitized body employs galvanized steel 
members in the underbody region coupled 
with liberal amount of Zincilate zinc-rich 
primer in other areas such as large panels, 
inner rocker panel, and quarter panel joints 
and welds. Body structure also features four 
“torque” boxes to absorb shock, vibration. 
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. and Ford does the same. 





Plymouth makes a big, new change... 


PLYMOUTH 


. . « Valiant, a small, new Hardtop. 


VALIANT 


ANDSOME styling and a long list of 
mechanical improvements are among 
the new features of the 1962 Plymouth. 
Twenty-three models are available in three 
series: Savoy, Belvedere and Fury. The new 
“stable” includes 10 sedans, 5 hardtops, 1 
convertible, and 7 station wagons all mounted 
on a 116 in. wheelbase. Engines range from 
the standard Slant Six to an optional 361 
cu-in. V-8 with walloping performance. 
New three-speed automatic transmission 
for V-8 models is 60 Ib lighter with 10 per 


cent more torque capacity. Manual 6 cylin- 
der transmission features increased low gear 
ratio at 2.95 to 1 for improved breakaway 
and hill-climb performance. 

The Valiant Signet 200, a highly styled 
sports hardtop with bucket seats, sparks the 
new Valiant line-up. Standard 170 cu-in. six 
cylinder engine is retained; 225 cu-in. alu- 
minum block is optional. Engineering ad- 
vances include aluminized steel headers and 
muffler shell, bonded brake linings, and a 
printed circuit instrument assembly. 
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Dart could go all the way this year .. . 


DODGE 


DART 


. and bring Lancer right along with it. 


DODGE 


LANCER 


kR ESTYLED Dodge Darts carry new series 
identification—Dart 330 and 440, which 
embrace 23 models. Luxury 440 series has 
individual seats and bolsters, and pull-down 
arm rest for front seat. Standard engines are 
the 230 hp, 318 cu-in. V-8, and the 145 hp, 
225 cu-in. Slant Six. Both use regular gas. 
A 260 hp V-8 power package with 4-barrel 
carburetion and dual exhausts is optional. 
“Hot” 305 hp is also available as an option. 

Other features include smaller and lighter 
automatic transmissions, torque converters 
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and housings; new axle ratio with 6 cylinder 
engine and automatic transmission, a heater 
system employing an axial blower, and an 
aircraft-type throttle linkage. 

Dodge Lancer introduces a plush new two- 
door hardtop, the Grand Turismo. New GT 
series sports bucket seats and an all vinyl 
interior. Series 170 and 770 offer two and 
four-door sedans and four-door station wag- 
ons. Front suspension, engine mounts, ex- 
haust system and carburetion have all been 
improved on these models for ’62. 








Pontiac adds some length. . . 


PONTIAC 


BONNEVILLE 


HE Pontiac Catalina, Bonneville and 

Starchief are slightly longer for ’*62— 
wheelbase for the Catalina is up an inch. 
Basic engine of all series is the 389 cu-in. 
V-8. Compression ratios range from 8.6:1 
to 10.75:1—horsepower from 215 at 3600 
rpm to 348 at 4800 rpm. Chassis lubrication 
interval is up to 35,000 miles; rear axle and 
manual transmission lube is good for life of 
the car. Hydramatic fluid changes are now on 
25,000 mile interval, crankcase oil drain on 


PONTIAC 


TEMPEST 


4000 mile schedule. One piece aluminum hub, 
drum and wheel, pioneered by Pontiac, con- 
tinue as optional featurt. 

The Tempest line now offers five models 
including a new convertible. Basic engine 
remains the 195 cu-in. four cylinder inline 
with wide range of power options. Optional 
215 cu-in. aluminum V-8 is continued with a 
rating of 185 hp with four-barrel carb. Dis- 


tributor, rear axle, and all transmissions 
are lubed for the life of the car. 


. and Tempest adds a model. 








STUDEBAKER 


HAWK 


. . « is reflected in the Lark's new grille. 


ICHLY restyled from the Hawk, the 
“Gran Tourismo” is Studebaker’s plush 
new sports-hardtop. With bucket seats, a 
simulated wood grained instrument panel, 
and an optional four-speed, floor-mounted 
stick shift, it “looks” performance. Overall 
dimensions remain the same. The 289 cu-in. 
V-8 is carried over with the exception of a 
reduction in compression ratio—8.5:1. 
The longer and lower Larks are mounted 
on new wheelbases—109 in. for the two-door 


MOTOR AGE @ October 196! 


STUDEBAKER 


LARK 


sedans, hardtop and convertible; 113 in. for 
the four-door sedan, Cruiser and wagon. 

Both the 170 cu-in. six cylinder and the 
259 cu-in. V-8 incorporate new engineering 
refinements. Compression ratio for the six: 
8:1 standard; 8.5:1 optional. For the V-8: 
8.25:1 standard; 8.5:1 and 7.5:1 (with heav- 
ier gasket) optional. 

Performance buffs will like new Lark 
Daytona hardtop and convertible with op- 
tional 289 cu-in. V-8 and bucket seats. 
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Although Rambler's American has the "E-Stick"’ 
RAMBLER all to itself . . . 


AMERICAN 








RAMBLER 


CLASSIC 


- : i 4 . . . The Double-Safety brake system is standard 
for all series... 






| | 


Ry age IG news in the Rambler American is the 
ae ae “E-Stick” automatic clutch transmis- 
- ‘3 sion that eliminates the clutch pedal. Driver 


simply uses stick shift without attendant 
clutching action. 
Also significant is the all-new Double- 
Safety brake system which is standard on 
all series. Tandem master cylinder provides 
RAMBLER separate hydraulic system for front and 


A a FE A $. A i & gy ge V-8 and Classic Six 


offer three model lines—Deluxe, Custom 
and top-of-the-line “400” on which bucket 
seats are extra-cost items. Both series 
boost chassis lubrication intervals to 30,000 
miles—engine oil to 4000 miles. 

Ambassador, nine inches shorter, now has 
same wheelbase as Classic Six series. 









. . And the Classic and Ambassador share a 
wheelbase. 
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See the U.S.A. from a big one... 


CHEVROLET 


CORVAIR 


CHEVROLET 


CORVETTE 


. or a bucket seat. 


LTHOUGH the Chevrolet Biscayne, Bel 
Air and Impala chassis remains the 
same, a new 327 cu-in. V-8 with matched 
Powerglide is offered. The familiar 348 cu- 
in. V-8 and Turboglide transmission are dis- 
continued. Total number of models is down 
from 20 to 14. 
The Corvair, with the exception of special 
identification hardware, remains basically 
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CHEVROLET 


IMPALA 


. or a little one, 





unchanged. Lakewood station wagon and 
four-door sedan have been discontinued in 
the 500 series. 

Corvette has new grille and side cove 
styling. New 327 cu-in. engine becomes basis 
for all power team equipment. Horsepower 
ranges from 250 at 4400 rpm with 4 barrel 
carbs to 360 at 6000 rpm with fuel injection, 
special cam and mechanical lifters. 





There's not much point in changing a 
winner .. . 


. .. except, maybe to add a little 
glamour 


OPULAR Thunderbird holds 

the size and styling intro- 
duced in ’61. New high per- 
formance distributor, improved 
rear suspension, additional in- 
sulation and extended lubrica- 
tion periods add up to perform- 
ance bonus. 

The high-style Ford Galaxie 
employs new mechanically silent 
lash rocker arm system in the 
223 cu-in. Six. Three and four- 
speed transmissions are much 
improved. 

Falcon, Ford’s big seller, 
boasts three new models—Fal- 
con Squire, Station Bus and 
Club Wagon. The 170 cu-in. Six 
is optional. 

Ford “family” now has 6000 
mile crankcase oil change in- 
terval, 30,000 mile chassis lube 
period, and new coolant. 


- +» OF improve the performance for 
that special buyer. 


FORD 


GALAXIE 


FALCON 


FORD 


THUNDERBIRD 





cre) 


IMPERIAL 


HRYSLER’S prestige Impe- 
rial is tastefully restyled 
with a new two-piece grille, rear 
quarter and trim. The standard 
413 cu-in. V-8 with four barrel 
carburetor has redesigned cam- 
shaft and valve-train. Torque- 
Flite transmission is 60 Ib 
lighter. Single exhaust system 
replaces duals previously used 
(except convertible). Chassis 
lube fittings are removed from 
all points on front ball joints 
and steering linkage. 

The Chrysler 300 is an en- 
tirely new series priced between 
the Newport and New Yorker 
models. Standard engine for the 
series is a 383 cu-in. V-8 with 
dual carburetor. Torque-Flite is 
optional. Manual shift is floor 
mounted. Performance options 
include big 413 cu-in. V-8 with 
dual exhausts or 2 four-barrel 
carbs and special camshaft. 

Low-priced Newport has 361 
cu-in. V-8 with dual carb. Per- 
forming 300-H and New Yorker 
are retained. 
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Imperial's modified fin . . . 


CHRYSLER 


M £ WPO er . « «Mo longer evident in 
the brand new 300, 


CHRYSLER 


. + « or the lower priced 
3 9 0 Newport. 





OLDSMOBILE 


For Oldsmobile's new, high-styled Starfire 


coupe, front bucket seats and a sports type 


STARFIRE 


WO new models highlight the ’62 Olds- 

mobiles—the 98 Holiday Sport Sedan, 
and the Starfire Coupe. Four series offer a 
choice of seventeen body styles. Series 88 is 
mounted on a 123 in. wheelbase, while the 98 
Series is 126 in. 

All chassis lubrication points are now fac- 
tory sealed for lifetime lubrication. Genera- 
tor and distributor are also lube free and 
engine oil change intervals are extended to 
4000 miles. Choice of engines range from 
280 hp V-8 (Dynamic 88) to big 345 hp mill 
in Starfire. Special 260 hp Rocket with 
8.75:1 compression ratio is available for use 
with regular grade fuel. 


tower console ... 


The F-85 series for ’62 offers two new 
models—the standard Sports Convertible 
and the Cutlass Sports Convertible. The 
Cutlass carries bucket seats, morocceen in- 
teriors, and the “performance” 215 cu-in., 
185 hp aluminum V-8 engine as standard 
equipment. Standard engine for the line is 
the 155 hp unit. Both three-speed syncro- 
mesh transmission and optional Hydramatic 
are available. 

Line-up now includes 4-dr sedans, 4-dr sta- 
tion wagons in two and three-seat versions, 
a 2-dr pillar coupe and two convertibles. 
Extra-cost options include power steering 
and air conditioning. 


OLDSMOBILE 


. . » For the F-85 series, two new 
sports convertibles—the Cutlass fea- 
turing morocceen interiors and a 
high-performance engine. 
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BUICK 
ESTYLED with a lean look, the Buick 
LeSabre, Invicta and Electra (now Elec- L é 3 A a R re 

tra 225) series have been retained for 1962. 
Gone, however, are the LeSabre convertible 
and Estate Wagon. In the Invicta series, the One of the models that Buick lopped off the 
coupe has been dropped and a three-seat top of the line... 
Estate Wagon added. 

The basic 401 cu-in. V-8 engine is now 
standard across the board. LeSabre gets the 
280 hp version with a two-barrel carburetor, BUICK 
and the Invicta and Electra 225 models have 
325 hp mill with a four-barrel carburetor. & PECIAL 
LeSabre also has an optional economy engine 
for use with regular grade gasoline. 

Engines are shifted 4 in. forward to lower 
front floor pan. Engine weight now totals 
only 638 lb dry due to reduced wall thick- 
ness of cast iron parts and more use of alu- . .. was added to the bottom. 
minum (25 lb). Turbine drive and aluminum 
brake drums are standard equipment. 

Dramatic feature of the new Buick Special 
is the debut of the 135 hp, 198 cu-in. 90 
deg. V-6 engine which is standard equipment 
in the Standard Special series. The Deluxe 
Special series gets last year’s 155 hp alum- 
inum V-8, and the Skylark has the “perform- 
ance” version — 185 hp with four-barrel 
carburetor. 

All new convertible in Standard and 
Special series and pillarless Skylark sport 
coupe also bow this year. 
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LINCOLN 


CONTINENTAL 


The nine models in the Comet line 
contain many of the engineering 
features of their “big brothers" . 
and will ride on two-ply tires. 


In this branch of the Ford Family, the 
built-in luxury, reliability, and styling 
are continued without major change. 
Refinements and detail improve- 
ments describe the ‘62 Lincoln . . . 


MERCURY 


MONTEREY 


. . . Monterey's new Custom Series 
leads the Mercury line for 1962, 
where passenger comfort is assured 
with "cushion-link" suspension and a 
sound-insulation package .. . 


VOLUTIONARY, rather than revolution- 

ary changes mark the new Lincoln, Mer- 
cury and Comet models. Improvements in 
suspension, lubrication, engines and trans- 
missions forecast significant increases in 
value, performance and reliability. 

Major changes in the classic, yet hand- 
somely styled Continental further refine 
already generous doses of quality. The Mer- 
cury introduces a new Monterey Custom ser- 
ies and is longer this year. The highly suc- 
cessful Comet features a new light-weight 
cast iron engine and an improved trans- 
mission. 
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UBTLE styling changes and significant 
advances in safety and engineering speak 
eloquently in the 1962 Cadillac. 

A shortened body shell that reduces over- 
all length from 222 in. to 215 in. makes its 
appearance on the Series 62 Town Sedan and 
Sedan de Ville. 

The thoroughly proven 390 cu-in. V-8 and 
Hydramatic drive are carried over without 
major change. 

Meaningful contribution to safety is the 
industry’s first triple brake system which 
employs a dual power brake master cylinder. 
A separate piston and fluid reservoir is pro- 
vided for both front and rear wheels. Park- 
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For Cadillac . 


CADILLAC 


ing brake can also be used in emergency 
since it will not lock, after actuation, while 
the car is in gear. 

New cornering light system is another 
feature. Automatically actuated when lights 
are on and turn signal used, fender-mounted 
lamps illuminate the turning area. 

Cadillac continues to provide a lube-free 
chassis, and the normal oil drain period for 
the Hydramatic is at 16,000 mile intervals. 
Above freezing, engihe oil change is set at 
4000 miles or 60 days. 

All models are mounted on a wheelbase 
of 129.5 in., except for the Fleetwood 75 
series which is 149.8 in. 


. « triple brakes and four windows. 


“% 


» 











New Buick V-6 engine speci- 
fications are: Bore 3.625 in.; 
Stroke 3.20 in.; Displace- 
ment 198 cu-in.; Compres- 
sion Ratio 8.8 to |; Bhp 
(max.) 135 @ 4600 rpm; 
Torque 205 Ib.ft. (max.) @ 
2400 rpm. 


NEW BUICK V-6 ENGINE 


major engineering contribution by Buick 
for 1962 is the introduction of the cast 
iron V-6 engine in the Special series. It is the 
first example of its kind in the domestic 
motor car field and represents a distinct 
“first” for Buick. General Motors Research 
has been working on various phases of its 
development for over ten years. The V-6 
conception isn’t new because engines of this 
type have been built in Europe using 60 and 
120 degrees between banks. However, it was 
3uick that developed the V-6 with the 90 
degree angle between banks for a more com- 
pact and suitable engine for automobile use. 
It must be remembered that GMC Truck & 
Coach Division has been building a heavy 
duty gasoline truck engine of 60 degree V-6 
design for several years. 
Buick engineers first built a six-cylinder 


engine, using one of the 90 degree V-8 blocks. 
After some trials they settled on the final 
firing order—1, 6, 5, 4, 3, 2. With the three- 
throw, 120 degree crank spacing, this firing 
order means that successive cylinder firing 
skips from one bank to the other. This firing 
sequence resulted in a smoothly running 
engine, free from vibration. Additional 
smoothness was achieved by crankshaft bal- 
ance and counterweighting, coupled with 
proper engine isolation mountings. Because 
of the firing order on this engine, alternately 
from bank to bank a new and unique intake 
manifold was designed. Although it is a 
single casting, it is different in that the 
branches for each bank are independent of 
the branches for the other bank. Thus, with 
a two-barrel carburetor, each barrel serves 
only one bank. 


MOTOR AGE @ October 196! 





Auto Sales Outlook Good 
New Lube Intervals 


Makeup Of A "Compact 


Detroit Outguesses Public 


Cw77SCOOp 


S-P Due For Name Change 
Car Facts: Old and New 
Imported Car Market Wanes 


(Items gathered and edited by Ed Janicki, Bill Montgomery and Neil Regeimbal) 


Auto Sales Outlook Good 


AUTOMOBILE COMPANY EXECUTIVES are painting a very rosy picture for 
next year.... Consensus of opinion: auto sales during 1962 will total 6.5 
million.... Could run as high as 7.2 million units compared with an 
estimated 6 million for 1961.... Most car companies are planning produc-— 


tion on basis of a 6.5 million year. 

Most optimistic forecast presented at press showings of 1962 cars came 
from Olds' General Manager Jack Wolfram.... He pegged retail deliveries at 
7.2 million.... This would be only slightly lower than industry's 1955 
record of 7.4 million.... Many auto executives go along with the high 
figure, including Chevy's General Manager Ed Cole.... He looks for a 
record year of 1.9 million cars and 400,000 trucks for his division. 


New Lube Intervals For ‘62's 


OLDS, BUICK, CHEVROLET and Studebaker—Packard are the only companies 
which have bucked the trend to extended lubrication and oil change periods 
on their 1962 models.... All others have followed Ford's footsteps by 
stretching "planned maintenance" intervals—or things that an owner 
normally has to do to keep a car going. 

The new lube intervals: Lincoln-Mercury 30,000 miles; Ford, 30,000 
miles; American Motors 33,000 miles; Pontiac 35,000 miles; Chrysler Corp. 
cars 52,000 miles; Chevrolet and Buick, unchanged at 1000 miles; Stude- 
baker—Packard, unchanged at 2000 miles. Olds unchanged at 4000.... Cadil- 
lac does not specify any intervals, simply advises to "repack as neces— 
sary." 

An opponent to extended lube periods, Chevy's Ed Cole says: "We 
believe the lubrication and inspection of a car is something very inm-— 
portant to the protection and safe operation of the car. I sincerely 
believe that periodically an owner should have his car put on a hoist and 
checked for any underneath damage that might have been incurred from any 
unusual driving conditions." 
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Neil Regeimbal’s 


Washington Almanac 


Personal income in the U.S. 
soared to new heights this sum- 
mer, and will continue to rise, 
says the U.S. Department of 
Commerce. Nationwide, the July 


Neil Regeimbal 


MOTOR AGE’s News 
Editor, Wash., D.C. 


rate was $422 billion. This was 
$4.5 billion over the June total 
and $17.3 billion over July, 1960. 
Government economists say this 
signals the fall economic upturn. 


* 


It may be a good idea for 
dealers to brush up on the metric 
system of weights and measures. 
There’s a chance the country will 
be using it before too long. A 
bill now pending in Congress and 
backed by the Commerce Depart- 
ment would authorize a_ half- 
million dollar study into “prac- 
ticability” of replacing pounds 
and inches with metric system 
using grams and meters. Backers 
of the metric system point out it 
is in use by about 90 per cent of 
the world today. 


Reorganization of Federal 
Trade Commission and new en- 
forcement rules are getting re- 
sults. Commissioners say busi- 
nessmen are settling more cases 
against themselves out of court 
by consent rather than become 
involved in drawn out cases. 





Scare Buying Might Bring Government Controls 


A SUDDEN WAVE OF INFLATION or scare buying 
may still mean indirect government controls on 
business through higher interest rates and tighter 
restrictions on credit.... This would affect 
business as well as personal spending. 

Direct price and wage controls hinge on out-— 
break of limited war or declaration of a national 
emergency.... Indirect controls hinge only ona 
stronger demand for credit or a rapid inventory 
buildup. 


SBA Help Now Close At Hand 


IT'S EASIER NOW FOR OPERATORS of small busi- 
ness firms to ask government to clamp down on 
competitors they believe guilty of unfair trade 
practices.... Small firms can file complaints of 
unfair practices with 59 Small Business Adminis— 
tration offices around country.... SBA field 
offices will forward complaints to Federal Trade 
Commission in Washington, D.C. 


Government Survey Finds More Car Buyers For ‘62 


LATEST GOVERNMENT SURVEY OF CONSUMERS bears 
out optimistic predictions for a good car sales 
year when new models come out.... Federal Reserve 
Board reports that an increased number of con- 
sumers plan to buy a new or used car during next 
year. 

Percentage of families planning a new car 
purchase (7.6 per cent) was higher than in April 
of this year, higher than July a year ago, and even 
higher than July of 1959.... Same rise held for 
families planning to buy a used car in next year. 


New Minimum Wage To Effect Trainees 


LABOR DEPARTMENT HAS RAISED minimum wage rates 
for student-learners in vocational training pro- 
grams to jibe with new minimum wage which went 
into effect Sept. 3.... Now, student-learners must 
be paid at least 75 per cent of the wage which 
applies to industry which they are learning (new 
minimum wage varies from $1.00 to $1.15 an hour, 
depending on whether industry was formerly cov— 
vered). 


Subdued Colors For ‘62's 


ALONG WITH FINS, THOSE FLASHY EXTERIOR colors 
are disappearing.... More subdued hues are re=- 
turning on the 1962 cars. 
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What Constitutes A Compact? 


LENGTH IS A MORE IMPORTANT YARDSTICK than 
wheelbase in determining what constitutes a 
"compact" car.... That interpretation comes from 
AMC President George Romney.... He says that all 
cars measuring under 200 inches in length should 
be classified as compacts.... As far as Romney 
is concerned, new "intermediates" fall in this 
category. 

But in another camp is Ford Division's boss, 
Lee Iacocca.... He contends that his new Fairlane 
(197-inch overall length) is not a compact.... 
Fairlane, he points out, is comparable to 1959 
Ford in interior dimensions and 1949 Ford in 
outside dimensions. 


Broadens Activities 


ANYONE WRITING OFF STUDEBAKER—PACKARD from the 


auto business should take another look around.... 
The 25,000 gallons of paint (used recently to 
rejuvenate the South Bend plant) has not only 


changed appearance of machinery but also attitudes 


of everyone concerned, 
Wall Street analysts. 

Company currently is in good financial shape 
and continues to broaden its activities.... 


from production workers to 


Plunging heavily into new research work, S—P hopes 
to hatch new products for industry and consumer... 


Its 1963 car is ready.... 
has fewer auto dealers, 
running 20 per cent ahead of last year.... 
goal for 1962: 120,000 cars. 


While company this year 


S-P's 


AMC Shooting For 500,000 Rambler Sales 


DESPITE A MOVEMENT INTO ITS MARKET by com— 


petitors, American Motors feels its share of the 
market will grow.... Roy Abernethy, AMC's execu-— 
tive vice president, predicts company's share of 
the pie will climb to 7-'/2 per cent in 1962 
(compared with 6.5 per cent through June 1961). 
AMC is shooting for 500,000 Ramblers during 
A0GR.:+.. 
000 it expects to deliver this year.... Styling 
has not been tampered with for 1962.... But 
several under-—the-skin features have been in- 
corporated into new line. 
safety brake arrangement with separate hydraulic 
systems for front and rear brakes, self-adjusting 


brakes and a new straight-stick transmission which 


eliminates the clutch. 
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The 


orders for 1962 models are 


This is a 30 per cent increase over 385,- 


These include a double— 





Ed Janicki’s 
Dealer News 


Chevy’s General Manager Ed 
Cole predicts there isn’t going 
to be any sizable market for any- 
thing much smaller than a Cor- 
vair. But that doesn’t mean that 


Edward Janicki 


MOTOR AGE’s News 
Editor, Detroit 


Chevy is not considering a 
smaller car of less than 100-inch 
wheelbase. Ford has one in the 
works for 1963, and Chevy is 
right there too. 

But, Cole: “When you 
make these smaller units, you 
take out quality so much faster 
than you take out cost. Another 
thing that is going to change our 
picture a little bit is the availa- 
bility of some of these new 
smaller cars in the used car 
markets, and we are going to 
have to wait a little bit to see if 
some of these people who have 
gone to the austere foreign type 
of car are not going to step up to 
a little larger, more comfortable 
car. Actually, the cost of opera- 
tion difference is so _ insignifi- 
cant.” 


says 


While the total number of au- 
tomobile dealerships continues 
to decline, those coming into the 
business today are coming in full 
tilt. The old saw “It takes money 
to make money” befits the pres- 
ent competitive situation in the 
industry among dealers and in- 
dependent garages. “Think big,” 
the factories tell the dealers. 





Detroit Outguesses Public 


THIS TIME DETROIT OUTGUESSES PUBLIC.... Largest and most comprehensive 
lineup of cars starts hitting showrooms this month.... Cars which will fit 
every need and pocketbook.... Buyers will see 31 different nameplates for 
1962.... So wide is selection that one top auto executive recently 
couldn't remember how many cars his own division was offering for 1962. 

Every maker, with exception of Chrysler Corp. and American Motors, has 
increased number of offerings.... Chrysler Corp.'s lineup includes 83 
models for 1962 compared with 90 last year.... American Motors has re- 
duced number of models by 30 per cent "to concentrate on basic compact 
models." 

Auto makers will offer total of 312 models for 1962 compared with 297 
last year, with widest selection coming from Ford.... Here's menu for 
next year (1962 models listed first): Ford, 33 models compared with 29 in 
1961; Lincoln-Mercury, 25 vs. 12; American Motors 29 vs. 41; Studebaker- 
Packard, 28 vs. 20; Pontiac, 21 vs. 19; Cadillac, 12 vs. 12; Chevrolet, 

32 vs. 30; Imperial, 6 vs. 6; Chrysler, 15 vs. 17; Plymouth, 30 vs. 32; 
Dodge 32 vs. 35; Olds 26 vs. 22; Buick 23 vs. 22. 


Due For Name Change 


LOOK FOR STUDEBAKER—PACKARD to change its corporate name within next 
six months.... Change expected to come either before or during corporation's 
next stockholders meeting, scheduled for April, 1962. 

There's a strong possibility that both Studebaker and Packard names 
will be dropped from corporate designation.... A completely new name may 
emerge.... Reason is that company is now so diversified that it feels that 
a fresh name and new image are in order.... S-P currently operates ten 
divisions, manufacturing hundreds of products from household floor mats to 
diesel trucks. 


Facts On New And Old Cars 


SOME INTERESTING MORSELS presented by automobile company officials at 
press previews of 1962 cars last month: Average mileage on a scrapped car 
was 26,000 miles in 1926.... Today average car hits the scrap heap at 
around 100,000 miles.... Continuous engineering improvements will add 
another 10,000 miles to the life of an automobile next year.... Owners 
are holding onto their cars longer.... Median number of years a car was 
owned last year was 4 years and 8 months compared with 3 years and 9 
months in 1955. 


Imported Car Market Wanes 


U.S. CAR MAKERS HAVE WARDED off import attack.... Foreign car novelty 
has worn off.... Fad, like all fads, was short-lived. 

It would be interesting to see how many foreign makes have vanished 
from U.S. scene.... If you recall, many new brands "immigrated" to 
U.S. soil during the import boom years of 1959 and 1960.... Some have 
survived.... Others have returned home. 

Quality imports——and those backed by good service—undoubtedly are here 
to stay.... But their market will continue to be limited.... Most U.S. 
factory officials now believe import market has reached a plateau.... A 
plateau of around 400,000 units a year.... That compares with a high of 
614,000 in 1959.... The compacts did it! 
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FOR THE RECORD 
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So, Who Checks The Oil? 


A self-service gasoline vending 
pump which is capable of accept- 
ing coin or credit card insertions, 
and promises to enable service 
stations to remain open on a 24- 
hour basis without personnel, is 
among 173 new products and 
processes listed in the Small 
Business Administration’s Sep- 
tember issue of the Products List 
Circular. 

The vending machine dispenses 
gasoline, records sales, gives cus- 
tomer receipts and turns off and 
resets the entire unit. The vend- 
ing apparatus can be attached to 
existing gasoline pumps. 


"Spotlight" Bill Would Force 
Justification Of Wage 
And Price Increases 


Legislation which would focus 
“the spotlight of publicity” on 
firms and unions who seek wage 
and price increases has been in- 
troduced in the Senate by Sena- 
tor Joseph S. Clark (D.-Pa.) 

The proposed bill does not give 
the Government any power other 
than the power of publicity in the 
hope of providing a more in- 
formed public opinion regarding 
price and wage increases which 
threaten economic stability. 

Senator Clark stated, 


the mere possibility that Com- 


panies which exert enormous in- 
fluence on the economy might be 
called upon to publicly explain 
and justify their price increases 
—and the corresponding possibil- 
ity that labor unions might be 
called upon to justify their wage 
increases if the price increases 
were attributed to increased la- 
bor costs—would exercise a re- 
straining influence upon collec- 
tive bargaining and upon the pri- 
vate decisions of labor and man- 
agement—all in public interest.” 
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sit Me sy bail 


At the steps of the airplane the 


will each use for two weeks, are the 


triple winners of Champion Spark Plug Company's "Trip of a Lifetime" 
contest, Mr. & Mrs. Robert Cree (first row), Mr. & Mrs. Charles Loughin 
(second row), and Mr. & Mrs. Paul Hutchinson (top row), all of West 


Chester, Pa. Award of the top prize, which also inc 


uded $5,000 spend- 


ing money, tax paid, was made to Mrs. Cree by Mr. James F. Lewis, Vice 
President of Champion Spark Plug Company. 


Ford To Purchase Philco 


Ford Motor Company plans to 
purchase the assets of the Philco 
Corporation, Philadelphia, under 
terms of an agreement signed re- 
cently. The announcement was 
made jointly by Henry Ford II, 
chairman of the board of the 
Ford Motor Company, and James 
M. Skinner, Jr., president of 
Philco Corporation. 

The purchase will be based 
upon an exchange of Ford Stock 
for Philco assets, and the as- 
sumption by Ford of Philco’s 
liabilities. 

Philco’s government and indus- 
trial operations include research 
and development work, the devel- 

Continued on next page 


Charles C. Gates, Jr. has been 
chosen as President of the Gates 
Rubber Company. He succeeds his 
late father, the founder and first 
president of the company. 





For The Record... 


Continued from page 53 


opment and manufacture of ra- 
dar equipment, high-frequency 
and micro-wave radio and televi- 
sion communications equipment, 
electronic computers, transistors, 
high-frequency diodes, other 
solid-state devices and subsys- 
tems for guided missiles. 

Its products also include well- 
known lines of television receiv- 
ers, radios, phonographs, room 
air conditioners, refrigerators, 
freezers, home laundry equip- 
ment and ranges. 


Government Speeds National 


Traffic Safety Drive 


President Kennedy has given 
the green light for an accelerated 
drive to cut the nation’s traffic 
accident toll by appointing new 
members to the President’s Com- 
mittee for Traffic Safety. 

The new Committee met to plan 
stepped up applications of the 
recently revised Action Program 
for highway safety in the states 
and cities. 


Two-Bubbletop-Cars 


Kennedy often 
rides in a separate car in parades 
while the President rides with 
official guests, the Ford Motor 
Co. has returned the older bub- 
bletop car used by former Presi- 
dent Eisenhower to the White 
House garage. It was destined for 
a museum, but Mrs. Kennedy’s 
hair is prone to blow in the 
breeze in regular open cars, so 
the First Family now boasts two 
of the plastic-domed limousines. 


Because Mrs. 


Major Overhaul for FTC 


Federal Trade Commission is 
undergoing a major overhaul- 
ing. The FTC has made rule 
changes to speed up disposition 
of cases. Businessmen are now 
required to negotiate a consent 


settlement of charges against 
them within 40 days, or lose 
right to negotiate—10 days to 
inform FTC of a willingness to 
negotiate and 30 days to reach 
an agreement. 


Holt New Highway 
Safety Chairman 


Victor Holt, Jr., Executive 
Vice President of the Goodyear 
Tire and Rubber Company, was 
elected Chairman of the Board 
of Directors of the Auto Indus- 
tries Highway Safety Commit- 
tee at a meeting of the Board 
held recently in Detroit, Michi- 
gan. 

“The Committee will continue 
to develop and conduct highway 
and traffic safety activities sup- 
porting the ‘Action Program’ 
of the President’s Committee 
for Traffic Safety,” Mr. Holt 
said, in accepting the chairman- 
ship. 


Philadelphia Auto Dealers 
Sign Code of Ethics 


A “substantial majority” of 
the new car dealers who are 
members of the Automobile 
Trade Association of Greater 
Philadelphia have signed 
pledges committing themselves 
to the organizations new code of 
ethical practices, ATA Presi- 
dent Charles A. Bott, announced 
recently. 

The code is designed to pro- 
tect buyers against unfair and 
deceptive advertising and sales 
practices. Members violating 
the code are subject to expul- 
sion from the ATA. Enforce- 
ment is handled by a Public 
Service Committee representing 
the public, dealers, and manu- 
facturers. Copies of the ATA 
code have been supplied to 
dealers for public distribution 
know the 
under the 


so customers may 
dealer’s obligations 
code. 


After months of screening hundreds of designs, Dodge's stylists settled 
on the Greek letter 'D" as their new trademark. These new wheelcovers 
look just as good from the rear as they do from the front. 
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REPORT 


to our 


READERS 


Strong Objectives 
USS Case, publisher of MOTOR AGE, re- 


cently spelled out the aims and objectives ol 
this publication. Because of the clarity of his 
statement and the sincerity with which he spoke, 
we are inclined to repeat his comments here. 


The MOTOR AGE objectives are: 


e To keep our readers abreast of the news, new 
developments and new products. 
To aid our readers to perform their mechan 
ical functions better and more efficiently and 
thus more profitably. 
To help our readers conduct their business 
in a more business-like way. 
lo support the use of modern equipment 
and proper shop layout. 
To take an active part in industry activities. 
To take a definite editorial stand in the best 
interest of the industry. 
To support our advertisers editorially in 
sales and servicing of product groups when 
such articles are in the best interest of ow 
readers. 
To deliver a magazine to our readers that 
will interest them; build confidence in its 
editorial integrity; and afford a medium fot 
our advertisers to tell their stories, each in 
his individual way. 
To produce worthwhile marketing informa- 
tion. 
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e To deliver a magazine only to those who are 
genuine prospects lor our advertisers’ pro- 
ducts. 


Claude Klugh Retires 

After 36 successtul years as general manager 
of the Pennsylvania Automotive Association, 
C. S. Klugh retired last month. 

Mr. Klugh had a distinguished career as a trade 
association manager. His contributions in shap- 
ing dealer activities in their relations with cat 
factories and dealer programs is well recognized. 
His influence was felt on the national scene. 

We salute this leader as he enters retirement 
and hail his successor, Edwin W. Parkinson, 
newly appointed P.A.A. general manager. 


Do-It-Y ourself the Hard Way 

A North Jersey man figured he could fix his 
own automobile. He went to the library and 
borrowed an auto repair manual to do a minor 
job. 

He kept the manual too long and ignored the 
»ver-due notices and letters from the librarian. 

It so happens that a City Ordinance provides 
for fines up to $200 for such behavior. 

He was finally arrested, held overnight under 
$100 bail and was fined $25.00 by the magistrate 
the next day. 

That’s doing-it-yourself the hard way. 


Faithfully vours, 


Fak E lphe- 








letters 








We Sure Will 

Dear Sir: 

We certainly enjoy reading your 

fine publication and hope that 

you continue to keep up the good 

work. 

3ert Williams, General Manager 

Worman Wholesale Co. 

Phoenix, Arizona 
HS aK aK 

On Jack's Advice 

Dear Sir: 

In regard to your letter (Jack 
Montgomery) about the low 
speed miss in my shop ’54 Buick 
Special—stick shift. 

Jack, your name stands at the 
top of the list, I installed a new 
carburetor and was shaking my 
head—negative—all thru the job. 
That car works perfect today— 
thanks to you, Jack. 

Anytime in the future that I 
hit a real bug I will contact you 
again. 

Jack, if you are a deer hunter, 
get in contact with me. I may 
have something of interest for 
you. 

A. J. Clauser 
Auburn, Penna. 


Wants Extended Training 
Dear Sir: 

Just finished reading your ar- 
ticle—‘‘How to Solve the Me- 
chanic Shortage.” 

I am with the article but there 
is one thing I believe that the 
automobile and service equip- 


the 


ment manufacturers could do to 
help—that is, to offer extended 
training to men completing pri- 
vate auto schools. I went to auto 
trade school in St. Louis, Mo. 
When I completed the course and 
started looking for a job I got 
the same old answer—‘“‘sorry, we 
are only hiring experienced per- 
sonnel or I can start you at $1.00 
an hour.” 

I believe if a manufacturer 
were to give extended training 
to such school personnel at a fair 
wage, with some sort of contract, 
the person would work for some 
for a period of time. 

R. S. Yost 
Miami, Florida 
a st * 

A Word of Thanks 
Dear Sir: 

I want to take this occasion 
to extend my sincere thanks and 
appreciation for your most help- 
ful cooperation in editing the 
script for the Tune-Up Manual 
for the Ignition Manufacturers 
Institute. 

Your assistance, and the as- 
sistance of some of your staff, 
in this respect was most urgently 
necessary in helping us produce 
a manual that will really serve 
the service trade in helping them 
do better motor tune-up work. 
You have certainly been of great 
help in this respect. 

Ira Saks 
Ignition Manufacturers Institute 
Cleveland, Ohio 


Vditor 


Re: Mechanic Training Program 


I am greatly pleased to take this 
test. I like auto mechanics very 
much. Right now I have a jobin 
a welding shop. I have a bunch 
of old cars at home that I work 
a lot with. My own car is a ’40 
Ford coupe. I have installed a ’48 
mere. flat-head full race, 2 
Strombergs and a ’39 Ford floor 
shift. ’ll be waiting at the mail 
box for the next course. Keep up 
the fine work. Thanks. 

Manley McLaurin 

Siler, N.C. 


I think this is a wonderful 
idea. I have almost read your 
magazine from cover to cover for 
several years now and have 
gotten a lot of valuable informa- 
tion from it. I have been in auto- 
motive service work for almost 
25 years and still learn some- 
thing new about it almost every 
day. 

Eugene Witham 

Lebanon, Ohio 

7 ak 
I think this is a very good idea 
that you have here and goes 
along good with the article about 
a shortage of good trained me- 
chanics. 

Dick Tews 
Minneapolis, Minn. 

(These are but a few of the 
encouraging comments received 
from hundreds of MOTOR AGE 


readers.) 
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MOTOR AGE 


TECHNICAL SECTION 
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Motor Age Editors present technical 
highlights on ‘‘what’s new” in ’62. 
This pictorial presentation covers 
new engines, transmissions and 


many other engineering develop- 


Corvair power package with : 7 6 

45 cubic inch opposed six ments incorporated in ‘62 models 
cylinder air cooled engine. 

It is equipped with two single 

barrel carburetors with a 

common air intake. 





Major components of the new 
Chevy II four cylinder engine. 
Hydraulic valve lifters are 
standard equipment. 


Cut-away view of the Chevy II 
engine showing the overhead 
valve design. It's rated at 90 
hp. @ 4000 r.p.m.'s, 153 cubic 
inch displacement. 


The Chevy II transmission case 
showing the air ducts to allow 
for air cooling of the torque 
converter is shown above. 





The Tempest rear swing axle showing 
the spring, shock absorber and univer- 
sal joint arrangement. Control arms 
are tilted to the rear 3 degrees to 
improve car stability. 








Above: Tempest throttle linkage for 
1961. Below: Improved throttle link- 
age for 1962, provides driver with 
more positive throttle control. 


Pontiac features improved heating 
of intake manifold with enlarged ex- 
haust heated area and heat transfer 
fins to provide faster warm-up and 
economy of operation. Upper view is 
the '62 naotteld. Lower diagram is 
of *61 manifold. 
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Cut-away of the Mercury Monterey Dual Range Auto- 
matic transmission. Throttle pressure is controlled by 
manifold vacuum applied to a diaphram control mecha- 
nism. This transmission is optional on all Mercury models. 


Phantom view of the Mercury Meteor engine manifold 
heater. This arrangement will provide faster engine warm- 
ups and prevents carburetor throttle plate icing. 
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A close up look at the "Silent Lash" rocker arms. These are used on the Mercury 223 
cubic inch engine. Rocker arms are made of aluminum castings. 


Rear springing arrangement on the Galaxie. 
Note the larger rear spring front hanger rub- 
bers. They will permit more fore and aft free- 
dom. The frame has also been re-tuned for 
more flexibility. 


Below: The Galaxie propeller shaft and "U" 
joints are conventional, designed for long 
ife by effective sealing against the entrance 
of dirt and moisture. They are statically and 
dynamically balanced. 








Falcon's new cantilever spring mount 
is connected to the rear of the trans- 
mission from the crossmember, to iso- 
late noise and vibration. 

















A close-up of the Falcon engine 
mounted in its frame showing where 
it is located in reference to the trans- 
mission and crossmember. 


Phantom view of the Fairlane front 
suspension. Rubber insulating pads 
are used above the coil springs for 
sound isolation. Suspension is de- 
signed for strength and long life. 





Front Shell 
Rear Shell 


Power 


Diaphragm 
Power Diaphragm 


Fluid Reservoirs y Return Spring 
el Ls 


Fee 





Control 


A. 

Vtg ia te | a Rok www : 
O[) ib I ae 
|” f—, *, i. * VJVU 
_ 








ri 


Pe rr I TT i wT 4 
/ ; f a Push Rod 
Secondary Primary Hydraulic 
Piston Push Rod i y 
y 








Piston 
Air Filter 


Power Piston 





| 


Cut-away of the Cadillac dual-type 
power brake master cylinder with a 
separate piston and brake reservoir 
for front and rear brakes. This unit 
will prevent a complete brake failure. 


Cut-away of Cadillac's controlled 
differential. This provides maximum 
traction on slippery roads by locking 
the differential. 
Hydraulic 
Brake 


Lines 


Dual-type power brake master cylin- 
der in position on the Cadillac Car. 
The master cylinder can be removed 
for service without disturbing power 
unit. 
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Dodge has improved its throttle link- 
age for 1962 by use of flexible cable 
to command the desired throttle 
opening. The sheath inner lining is 
coated with a lifetime, self-lubricat- 
ing plastic. 


Below: Cut-away of the Lincoln Con- 
tinental double cardan constant ve- 
locity universal joint. This joint over- 
comes the problems of high drive 
shaft angles and provides smooth vi- 
bration free power from transmission 
to the rear axle. 








Printed circuit for the dash wiring on 
the ‘62 Dodge. es plastic ap- 
plication has resulted in a superior 


dash unit resulting in long trouble 
free life and ease of service. 


MOTOR AGE ®@ October 1961 





The new Flash-O-Matic transmission 
for the 1962 Rambler Classic is more 
compact and better suited to the 
power and torque output of the six- 
cylinder engine. The three-speed unit 
results in better fuel economy and has 
a torque converter with less spin loss. 


The Rambler Classic Six has 127 hp. 
engine. The aluminum die-cast block 
has a piston displacement of 195.6 
cubic inches and a torque rating of 
185 foot pounds. Specifications of 
the standard cast iron block are the 
same as on the aluminum version. 





The Double-Safety brake system, is 
standard equipment on all 1962 
Ramblers. It has a tandem master 
cylinder and separate hydraulic sys- 
tems for front and rear brakes. Fail- 
ure of one set will still give effective 
vehicle braking. 











TANDEM MASTER CYLINDER 
MASTER-VAC ‘ HYDRAULIC RESERVOIRS 


POWER BRAKE UNIT FRONT . . . REAR 
(OPTIONAL) 


BRAKE PEDAL 
LINKAGE 
FRONT .. . REAR 
HYDRAULIC BRAKE 
PRESSURE CHAMBERS 


\ 
CHECK VALVE AND 
ENGINE INTAKE-MANIFOLD 
VACUUM CONNECTION 
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Oldsmobile Turbo-Rocket engine with fluid injection. 
This engine will be used in a limited production sports 
car model, later this year. It's an aluminum V-8 with 
215 cubic inches; producing one horsepower per cubic 
inch of piston displacement. It is equipped with an ex- 
haust gas driven turbo charger; compression ratio 10.25:1. 


Rambler American offers 
as optional equipment, a 
new automatic clutch with 
standard transmission 
called the "E" stick. 
Clutch is operated by en- 
gine oil pressure om en- 
gine vacuum. 





1962 
ENGINEERING 
ROUND-UP 


Joe Geschelin, Motor Age's 
Engineering Editor in De- 
troit gives his analysis of 
the new engineering features 
presented in the 62 models 


HAT’S new for ’62. The gamut of 
W vs cars have been thoroughly cov- 

ered in preceding pages of this publi- 
cation. As is customary at Motor Age this 
coverage was strictly objective. This article 
is intended to summarize the developments 
which, are especially noteworthy. 

Styling is momentarily in a cyclic groove 
just waiting for some one to strike a different 
note. Current bodies have given the custom- 
ers a real break in easier entry and exit, more 
headroom, more legroom. Some of these com- 
fort features have been missing far too long. 
Gone too are the doglegs in the front com- 
partment and with them the exit of the wrap- 
around windshield. At the same time the 
wraparound rear window has been elimi- 
nated. This is particularly evident on the 
Fisher Body models that emphasized the so- 
called “green-house” effect. These changes in 
glass are all to the good since the versions 
they replace contributed little to visibility. 

While on the subject of bodies, if we take 


By Joseph Geschelin, Engineering Editor 


for granted the major changes (in some 
makes) in sheet metal, there are a number 
of distinctly new bodies and their associated 
sheet metal: the Fairlane, Meteor, and the 
Chevy II. 

Another thing that appeals to the writer is 
the development of a straight line for the top 
of the rear fender, discarding, at least tem- 
porarily, the rounded effect at the rear. 

It is noteworthy that all makes have gone 
all out to improve the corrosion-resistance of 
sheet metal, using much more galvanized 
steel in more places in the underbody struc- 
ture. Coupled with this is a growing use of 
Zincilate primer for areas that require added 
protection. 

Still more emphasis is being placed on 
features of safety and passenger comfort. 
We consider all current makes, as well as 
cars built in recent years, to be as safe as 
good engineering knows how. The new models 
stress greater structural strength, beefing up 

Continued on page 124 
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BASIC ELECTRICITY 


PART iv 


This course covers the basic alternator, a growing 


newcomer in the automotive current producing field 


SCREW SHIELD 


CAPACITOR 
SCREW 
WASHER 

NUT TERMINAL 
WASHER 

NUT 

WASHER 

BUSHING 


BRUSH 
TERMINAL a 
SPRING 
BEARING 
WASHER| BRUSH 
TERMINAL 


HOLDER 
INSERT 


INSULATOR 
HEAT SINK 
SCREW 


\ STATOR 
RECTIFIER 


SHIELO) PULLEY 
| WASHER 


| 


RETAINER 


BEARING 
. ROTOR 


WASHER 
SCREW 


Exploded view of the Chrysler Alternator. The unit is standard equipment on their complete line of cars 
and trucks. Notice the six (6) rectifiers and the heat sink for cooling the Silicon Diode rectifiers. 


ODAY’S automotive electrical require- 

i ments are such that the conventional 
generator is at times forced to pro- 

duce current almost beyond its capacity. Cars 
have electrical accessories such as; power 
seats and tops; air conditioning; two-way 
radio, and radio telephone; and many other 
electrical loads that require a large capacity 
charging system to keep the battery up to 


full charge. The conventional generator can 
handle the job provided the car is driven 
outside of city traffic for a good bit of the 
time. With the car operated within the city 
most of the time, the generator isn’t given a 
chance to operate at its higher output range 
which is over twenty-five miles per hour. At 
idle speed the conventional D.C. generator 
doesn’t produce current. So it follows that 
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LEFT: Wiring diagram of the Chrysler 
Alternator circuit. Note that the 
Armature wire is connected to the 
light switch so accessories will tap 
current without going through vehicle 
ammeter. 


TOP: Exploded view of the General 
Motors Alternator. Notice that the 
Silicon Diodes screw into the heat 
sink and into the slip ring end frame. 


MOTOR AGE @ 


if the car is operated within the city’s heavy 
traffic, it is generally operating in the idle 
range for a greater percentage of the time 
and not producing electrical current to 
charge the battery. With present electrical 
loads it wouldn’t take long before the auto- 
mobile or truck battery would be discharged 
to a point where it wouldn’t be able to crank 
the engine for starting. 


October 1961 


Because some of the electrical accessories 
require considerable power at low engine 
speeds, generator manufacturers considered 
various designs that would fulfill the need 
for more and more current. To build a con- 
ventional D.C. generator capable of produc- 
ing high output at both extremes of the auto- 
mobile speed range, would require a unit of 

Continued on next page 
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—» 
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such size that it would be impractical for 
automotive applications. 

Let’s take a quick look at the generator. 
Generators have three main functional sec- 
tions, the field, the armature, and the com- 
mutator and brushes. The field section pro- 
duces magnetic lines of force which are cut 
by the conductors in the armature as it turns 
within the magnetic flux. An alternating cur- 
rent is generated in the armature which is 
mechanically rectified by the commutator and 
brushes. The design of a wide speed range, 
high output direct current generator is al- 
ways a compromise between mechanical limi- 
tations and electrical performance. Mechani- 
cal limitations arise during high speed opera- 
tion in securing the windings of the armature, 
design of the commutator, and selection of 
the bearings. The effects of centrifugal force 
on the armature windings at high speed is a 
prominent limitation of the D.C. generator. 
Cooling this mass of wire is also a problem at 
full charging load at slow speed operation. 
The commutating problem is critical at high 
speed and is the main electrical limiting 
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General Motors Corporation United Delco 
Division uses the wiring diagram above. They 
also use a Transistorized voltage regulator for 
control. 


UPPER RIGHT: Exploded view of the Leece- 
Neville Silicon Diode rectified Alternator. 
Complete service on this unit was described 
in the 1960 November issue of Motor Age. 


RIGHT: These wiring diagrams show the hook- 
up for the Leece-Neville alternators for either 
positive or negative grounded systems. Re- 
member, when working with alternators that 
wires at the alternators are always hot (bat- 
tery voltage). 


characteristic. The commutation perform- 
ance of a D.C. unit is influenced by the oper- 
ating speed, the load current, the number of 
poles, the number of commutator bars and the 
square of the turns per armature coil. Thus 
a wide speed range, high number of turns 
per armature coil design for low speed per- 
formance is seriously limited by short brush 
life under full load high speed operation. 
Now don’t get the impression that the D.C. 
generator has had it. Far from it, there will 
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always be a great need for the conventional 
type generator, especially where current de- 
mands are not extremely high at low speeds. 
The generator is an excellent current produc- 
ing device that we will have with us for a 
long time to come. 


The Alternator 


The principal of alternator operation has 
been known for many, many years. It has 
been and is now used in the generation of 
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huge amounts of current for industry and 
home consumption. The big alternators used 
at the Hoover and Conowingo Dams are 
driven by turbines forced to turn by the pres- 
sure of the water flowing against the blades. 
These units develop millions of kilowatts in 
electrical power for Americans across the 
land. The alternator used on passenger cars 
and trucks is very similar to that of the big 
plants except for its size and method of con- 

Continued on next page 
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In the alternator induced alternating 
current is produced in the Stator. In 
the generator induced alternating 
current is produced in the armature. 
Armature commutator not shown. 


trol. The Automotive alternator was first in- 
troduced by the Leece-Neville company of 
Cleveland, Ohio. It was developed by the 
above company in conjunction with the mili- 
tary, as a joint war effort in 1945. Since then 
it has gained steadily in adaptations to 
trucks, buses, railroad and marine installa- 
tions. In 1961 the Chrysler corporation an- 
nounced that an alternator of their own make 
would be standard equipment on all their 
cars and trucks. General Motors Corp. and 
the Electric Autolite (Prestolite) Company 
also market their own alternator. 

The alternator is made up of the same 
functional parts as that of the D.C. genera- 
tor. It has a field coil for excitation which is 
called a rotor. The rotor as its name, implies, 
rotates within the alternator frame shell. The 
rotor looks like the armature of the conven- 
tional generator but does not function like it. 
The rotor with its pole pieces, field coil, core 
and slip rings produces the magnetic field. In 
the conventional generator the field is sta- 





The above components perform the 
same electrical function. fn the gener- 
ator the fields are stationary. In the 
alternator the rotor (field) spins 
within the stator windings. 


tionary, in the alternator the field (rotor) 
rotates. 

The stator as its name implies is station- 
ary. It contains the heavy current carrying 
wires in which the current is induced. It does 
the same job that the armature does in the 
conventional generator except that it doesn’t 
turn. Herein is the key to the capacity of the 
alternator. As we have seen from our dis- 
cussion on the generator in lesson number 
three (last month), all the current generated 
by an armature must be transferred to the 
rest of the system through the brushes. In 
cases where the output is very high, the 
brushes would have to be quite large to 
handle the increased output. In addition, the 
heavy windings would be rotating with the 
armature and subject to the effects of centrif- 
ugal force. Heat dissipation would also be 
a problem in a high output unit. With the 
alternator stator, this problem is eliminated 
because the windings are stationary. Heat 
can be easily conducted away by means of 
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In the rotor the lines of force leave 
north rotor half and through the south 
rotor half. Coil is connected to source 
of direct current through slip rings so 
polarity is always the same in rotor. 


the shell casing and the windings are not 
subject to the effects of centrifugal force as 
they would be in the generator armature. 
The heavy current is tapped off the stator by 
three leads in the stator and doesn’t require 
the use of brushes for this purpose. 


Operation 


Both the generator and the alternator pro- 
duce electric current by the process of Elec- 
tro-magnetic induction (see lesson * 1, 2, and 
3). In the generator we move the conductors 
through the magnetic field and in the alterna- 
tor we move the magnetic field through the 
conductors located in the stator. In each case 
current is induced within the conductors and 
transferred to the commutation or convert- 
ing device. The induced current and voltage 
in both the alternator and the generator is 
alternating. This alternating current must 
be converted or rectified into direct current 
before it can be used in the charging of the 
automotive or vehicle storage battery. The 
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Above sketch compares the major 
units of the generator and the alter- 
nator. Each produces alternating cur- 
rent as shown in the phase diagrams, 
this is rectified into direct current. 





Samples of Test 


| and Il found on 
Page 135 











generator uses a mechanical switch called the 
commutator to convert the alternating cur- 
rent in the armature to direct current (see 
lesson * 3). The alternator system uses either 
the selenium or the silicon rectifier. The sili- 
con diode type of rectifier is currently the 
most popular. Six silicon diodes are used in 
the alternator for current rectification. The 
details of diode operation was covered fully 
in the January and February issues of Motor 
Age in 1960. They will be covered again later 
in our advanced course on electricity. Suffice 
it to say that the selenium and silicon recti- 
fiers are static (stationary) devices that allow 
current to flow in only one direction. In this 
manner they allow the current leaving the 
alternator to flow in only one direction and 
thus provide direct current. 

For more information on all of the pres- 
ently available alternators and their con- 
trols, refer to the January, February, May, 
June, July and August issues of Motor Age 

Continued on page 140 
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MOTOR AGE’s continuing list of 


factory sponsored training programs 


and field service schools 


H. K. Porter Company, Inc., Thermoid Divi- 
sion, Trenton, N.J. has announced that each 
Thermoid District Manager has a 16 MM 
sound motion picture film entitled: “The 
Thermoid Brake Clinic.” They show this film 
at clinics which are held in cooperation with 
Thermoid distributors throughout the coun- 
try at various times during the year. Contact 
your local Thermoid Jobber or Distributor for 
a Group Meeting Date. 

A factory Brake Service School is also con- 
ducted at various times depending upon the 
demand. The instruction covers information 
on adjusting and servicing all types of brakes. 


Sessions are held in the Thermoid Engineer- 
ing Test Garage in Trenton, N.J. There is no 
tuition but students are expected to pay their 
own transportation and living expenses. Ordi- 
narily it takes one to two weeks for the 
course, depending upon the students. Contact: 
J. A. MeLaine, Supv. Automotive Friction 
Prod., 200 Whitehead Road, Trenton 6, N.J. 


Inland Manufacturing Co., Omaha 2, Ne- 
braska has an Inland radiator repairman 
training course from one to two weeks, de- 
pending on the individual. New classes start 

Continued on page 121 
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COMPANY 
STREET 


BASIC ELECTRICITY Test IV 


In the alternator, current is induced in the: 


[]} a. Rotor b. Armature [} ec. Stator | d. Fields 


How many Silicon Diodes are used in rectifying alternating current in the alternator? 
[] a. Two | b. Four [] ce. Five [] d. Six 


In the generator the fields produce: 


a. Power b. Magnetic flux } c. Current [} d. Ohms 


What is the name applied to the current collecting part of the alternator? 


| a. Stator b. Field [1 e¢. Rotor d. Armature 


In the generator, fields do not rotate. What unit in alternator performs same electrical function? 
a. Stator b. Rotor [ ] c. Rectifier | | d. Slip rings 

Both the generator and the alternator produce electric current by: 
a. Electro-motive force [] b. Electricity c. Stator 


d. Electro-Magnetic induction 


Silicon and Selenium rectifiers as used in the alternator are called: 


a. Static devices | b. Stoppers c. Chemical rectifiers |} d. Transistors 


Which force causes the greatest trouble with armature wires? 


a. Gravity b. Inertia [} c. Momentum d. Centrifugal 


What type of current is supplied to the rotor of the alternator? 


a. Direct current b. Alternating current c. High current } d. Low current 


The pole pieces of the alternator are attached to and are a part of the: 


a. Stator b. Armature c. Rotor d. Slip rings 


* Comments to the Editors: 
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Test IV 





New Literature 


Reference Table 
Reference table of 
conversion factors 


Precision Equipment Company: 
A reference table for engineers 
and other executives in wall 
chart form has been published. 
This conversion change is useful 
for engineers, shop men and 
other executives. Included are 
common conversions, such as 
inches to centimeters or watts 
to hp., as well as many conver- 
sions that are difficult to locate 
in reference manuals. (Some 
such examples are atmospheres 
to Kgs./sq. cm., ecm./sec. to 
miles/hr., cu. ft. to liters, 
microns to meters, quintal to 
lbs., etc., ete.) Write: Precision 
Equipment Co., 4411 E. Ravens- 
wood Ave., Chicago 40, Illinois. 


ignition Parts Catalog 


Contains 68 pages covering the 
automotive electrical system 


Standard Motor Products, Inc.,: 
A 68-page catalog describing 
the “Blue Streak” and “Stand- 
ard” ignition lines has been 
issued. The illustrated catalog 


has separate section for points, 
condensers, coils, voltage regu- 
lators, switches and many other 
replacement parts for the auto- 
motive electrical system. Bound 
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into the volume is a 16-page car 
guide which gives Blue Streak’s 
part numbers for all U.S. pas- 
senger cars up through 1961 
models. Write: Standard Moto 
Products, Inc., 37-18 Northern 
Blvd., Long Island City 1, N.Y. 


Wall Chart 


Lists problems of 
passenger car brakes 
Grizzly Brake Division: Avail- 
able is an easy to read 24” by 36” 
passenger car “trouble shooter” 


ems 


‘here thal brake probe ane 3) 
wor TROUBLE SHOOTER'S GUIDE 


ba ee cuay 


wall chart. It lists symptoms and 
corrections of major passenger 
car brake problems. Posted in 
service areas, the chart provides 
a ready, time-saving reference 
guide. Write: Grizzly Brake Di- 
vision, 168 N. Michigan Ave., 
Chicago 1, Illinois. 


Power Brake Booklet 


Diagnose power brake troubles 
without instruments 


United Parts Division, The Ech- 
lin Manufacturing Co.: Accord- 
ing to the company you can pin- 
point power brake troubles, with- 
out instruments, as you sit in the 
car. A brief, easy to read and 
illustrated booklet is available 
that tells how to diagnose the 
trouble and select the proper 


Power Pak Kit to correct it. The 
whole story has been told and 
pictured in an 8 page booklet 


MYCTERQY 


called, “Taking the Mystery Out 
of Power Brakes.” Write: United 
Parts Division, The Echlin Man- 
ufacturing Company, 1250 W. 
Van Buren St., Chicago 7, Illi- 
nois. 


Spray Equipment Catalog 


Lists specifications on airless 
spray equipment 


DeVilbiss Company: A complete 
catalog of all airless spray equip- 
ment is now available. The cata- 
log lists specifications and infor- 
mation on the new medium pro- 
duction pump for single gun 
operation. It includes available 
accessories, the heavy duty pump 
for multiple gun _ operation, 
including portable and_ tank 
mounted models and spray guns. 
These include pole and automatic 
guns. Also a range of spray caps 
available, and types of hose and 
connections. Write: The DeVil- 
biss Co., Toledo 1, Ohio. 


Tire Valve Catalog 


Details components and equip- 
ment specifications on tire valves 


A. Schrader’s Son: Now avail- 
able is a catalog which fully de- 
tails components and equipment 
specifications on tire valves, 
cores, caps, tire inflating acces- 
sories, tools and repair materials 

Continued on page 114 
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Kentucky 


Louisiana 








Maryland 








Massachusetts. 





Michigan 
Minnesota 


Mississippi 





Missouri 





Montana 
Nebraska 
Nevada 

New Hampshire 
New Jersey 
New Mexico 


New York 





North Carolina........./ 


Oregon 





Pennsylvania 
Rhode Island 


South Carolina 





South Dakota.......... 
Tennessee 


PODS aos onvsscereney 








Virginia 








Washington 


West Virginia.......... | | 130 
995 
Wisconsin | 474 
, s. | 1373 3167 
Wyoming 16 30 46 33 
185 272 15 


July, 1961 25220 138163, 7639 17684| 18711| 117920, 750 1808} 10540 
July, 1960| 19235 147288| 6073! 14245| 34998 108339, 1133/ 1283] 11050/ 26214, 38929, 32050 39291 








7 Months, 1961| 165187) 83335 932125 52966 108335| 133289 777852, 6262, 17247, 70391 180279| 176947 212247, 210231 42084, 4929| 227578/3401284 
7 Months, 1960| 155229 87733 1039261 47468 69534| 228320 837845| 9486, 13275 93285 205348 297677 241861| 260019 68315| 22786. 316744|3977186 





* Compiled from official state records. Data property of R. L. Polk & Co. May not be copied, sold or reprinted without Polk permission. 
+ Data for Connecticut has been estimated. 
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Precision tools are extensions 


of a professional man’s fingers 


S-K /Lectrolite ... America’s quality line of tools. First choice 


of professional mechanics for over 35 years. 


See reverse side for illustrations of a few S-K /Lectrolite sets. 






that 
extra quality 
you can 

actually feel 


Once you handle an S-K/Lectrolite 


wrench, you’ll never settle for less! 





Set No. 4520 


..and S-K/Lectrolite quality 


teen costs you. 
no more 


No wonder S-K/Lectrolite wrenches 
are preferred by men 
who earn their living with tools! 


Highly polished heads and surfaces—by 
far the best looking tools made 


All openings are precision machined... 
truly the work of specialists for use by 
specialists 


Every S-K/Lectrolite tool is guaranteed 
against defects in material or workman- 
ship 


Unequalled for long life and durability 


LOOK FOR THE S-K/LECTROLITE DISPLAY 
AT YOUR JOBBER'S TODAY. 


Set No. 1711-R Then .. .“‘shake hands with quality.’’ Once you get your hands 
on an S-K/Lectrolite wrench, you’ll know why they’re the choice 
of professional mechanics everywhere. You owe it to yourself 
to try ’em. 


FREE: Send today for your copy of the New S-K/Lectrolite 
Mechanic’s catalog. 


CHICAGO - ILLINOIS 
U0 i 
DEFIANCE, OHIO 


Designers and manufacturers of quality wrenches since 1923 


Set No. 4189 


Printed in U.S. A. 
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America’s best-known, best-quality 


bearings invite you to join their 
nation-wide bearing service program 


New Timken 
earing Kit means 
more Sales and 
‘ts for you 


With a Timken® bearing kit you can replace 

tapered roller bearings in front wheels of 

1949-1961 popular cars 

including compacts. 

You get the 

kit with 

a bearing as- 

sortment that 

fits your trade. 

Get in on the 

big market for 

front wheel bear- 

ings. Build front 

wheel safety check and 

wheel pack service. This 

is the handiest, easiest and most profitable way 

to sell bearings. And you’re selling the bearing 

that your customers know and prefer. Contact 

your Timken bearing authorized distributor or 

jobber today! The Timken Roller Bearing 
Company, Canton 6, Ohio. 


























tena 


TBA/R SALES and SERVICE 


Service stations and repair shops are undergoing 


an evolution in service and selling techniques. 


New 


methods of selling TBA items and repairs range 
from offering ° ‘one-stop service and shopping facili- 


lies” to 


OW do you sell more gas, lube jobs, 
TBA sales and repair services? This is 


the uppermost problem on every serv- 
ice station owner’s mind. That campetition 
from the next corner’s station or garage is 


getting tougher. If they are offering “‘spe- 
cials,” shouldn’t you? These are the problems 
and decisions that constantly “bug” the serv- 
ice station owner and the repair shop owner 
alike. The solution to meeting and bettering 
competition is to use the “noggin.” Outsmart 
and out-advertise the competition. Well, you 
reply, that is easy to say, but how do we go 
about it? All we can say is—DON’T throw up 
your hands and let competition run away 
with your regular customers and the prospec- 
tive customers in the area. DO try some smart 
promotions and selling campaigns to win new 
customers. 


Honest Appraisal 


Do try some proven promotions and selling 
campaigns to bring in new business. If your 


‘three-minute service 


for those in a hurry 


By William M. Montgomery, News Editor 


competition can run promotional campaigns, 
so can you. But first make an honest appraisal 
of your station, shop or garage. The most im- 
portant factor in building new customers 
is the idea of presenting to the public the pic- 
ture of a successful service and sales “image’”’ 
of your establishment. Your place should look 
prosperous. It should be well equipped with 
modern tools and equipment. Building, serv- 
ice bays, entrance, exits and pump area 
should be clean and attractive to the eye. 
Displays of TBA items should be carefully 
placed to attract the most attention. Signs 
should be well placed to stimulate the interest 
of passing motorists. Attendants should be 
clean and courteous. They should be trained 
in “soft selling’? methods. 


Try “Soft Selling” 


“Soft selling,” nine times out of ten will 
win a customer. You see the need for a re- 
placement of an item and you call it to the 

Continued on page 112 
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A .catalog sales agency has been 
opened at this service station in Il- 
linois. This is an experiment between 
the agency and oil company in ex- 
panding their merchandising service 
for customers. 


-VMPLETE 


BODY: AUTO 


PAtm«-.. 











This sign, because it is something different Get customers and hold them by sell- 
is remembered by motorists who pass by. ing "100 Per Cent Guaranteed Serv- 
When they need body repair work, they ice." This shop's excellent tune-up de- 
probably will drive to this body shop, to partment insures ‘no-comeback" 
have it done, because they remembered. work and satisfied customers. 





Offering a “Three Minute Oil Change” 
brings in customers who "think" they are in 
a hurry. This sign not only sells oil and lube 
jobs, but increases sales of tires, batteries, 
accessories and repair services. 


Customers are pleased and return 
for additional services because this 
dealership gives their cars a compli- 
mentary car wash," after servicing. 





MERCHANDISING 
and PROMOTION 


Union Carbide Consumer Products Co., New 
York, N.Y. is featuring a billboard advertising 
“Prestone” Long Life Coolant with the message, 
“The Best Extended-Use Anti-Freeze.” The 
black, green and white posters will be used in 
o aA major markets coast-to-coast in a saturation 
Life erere) Eh eke sceeiaiens timed to begin approximately a month 
Use Antifreeze SS before the average “first freeze” date in each 
market. 





beets! 


Wagner Electric Corporation, St. Louis, Mo., 

has outstanding selling plans for repair shops 

and service stations included in its Wagner 

Lockheed Franchised Dealer Plan. Along with 

ee the plan, the Franchised Dealer curb sign is 

- ;: te offered. The plan works for the repairman in 


the following way: First, the dealer is supplied 


i 
— 
: with a balanced assortment of brake repair 
BRAKE parts, fluid and lining. The assortment provides 
| wide model coverage with a small stock. The 
distributor keeps this stock, which varies ac- 
SERVICE cording to dealer’s particular business, balanced 
on future sales calls. Second, the dealer is sup- 
plied special identification materials. 








Wagner 
Fram Corporation, Providence, R.IL., is pro- 
moting its 1961 Second Half Dealer Shelf- 
FRANCHISED Unloader program. Called the D-26, the Fram 
DEALER offer is available to dealers for only $5.19 to- 
gether with the purchase of any 33 oil or air 
“i filter cartridges. The D-26 contains one free, 
genuine leather Rawlings regulation football 
together with 3 CH-106PL oil filter cartridges 
(Buick, Oldsmobile and Pontiac). Also a four 
color window banner, and a pad of 36 coupons 
for customers to order the football. 
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Market Forge Co., Everett, Mass., has two new 
lines of Mark Fore Seat Belts. The new lines 
will carry the endorsement of former Dodger 
catcher Roy Campanella. The endorsement is 
one part of an integrated national merchandis- 
ing and advertising campaign. 


The AP Parts Corporation, Toledo, Ohio, has 
muffler tags for dealers. The inspection tags 
serve as an inexpensive and time saving method 
of building sales and promoting customer good- 
will. According to the company, dealers should 
inspect the entire exhaust system every time a car 
is on the lift. They state that field surveys indi- 
cate that three muffler jobs will result from every 
10 inspections made. Inspection tags properly 
filled out, let motorists know the condition of the 
muffler, tail pipe, exhaust pipe, brackets and 
clamps. Tag is placed on the steering wheel. 


Robert Bosch Corporation, Long Island City, 
N.Y., is offering to jobbers a versatile concept 
in point of sale advertising. It is called 
CHANGE-A-SIGN. This point of sale display 
stands on a counter or hangs from the ceiling. 
It takes less than one-quarter square foot of 
counter space. A unique feature of the 
CHANGE-A-SIGN is that the company peri- 
odically sends out new posters for the device. 
A simple 30 second switch is all it takes and 
you have a new sign. In November a new and 
different Spark Plug Sign will replace the 
present sign. It will be followed by a new sign 
every three months. 











Continued on next page 


MOTOR AGE ®@ October 196! 








Merchandising 


and Promotion 





AC Spark Plug Division of General Motors 
Corp., Flint, Mich. has announced a new addi- 
tion to its Fall spark plug sales campaign. It is 
an illuminated “special service” sign. The sign 
is designed to help dealers cash in on extra Fall 
changeover business. The colorful, double-faced 
sign is made of translucent styrene and illumi- 
nated from inside. It is 2314 inches wide by 12 
inches high. The sign has large panels on both 
the front and the back for featuring service 
specials. Nineteen changeable service panels 
are included, featuring tune-ups, brake relin- 
ing, oil changes, lubrication, etc. A packet of 
letters and numerals is included with the sign 
for pricing the service specials and so the dealer 
can personalize the sign with his own name. 


Allen Electric & Equipment Co.,. Kalamazoo, 
Mich. has an all new promotional-merchandis- 
ing kit for promoting Allen motor tune-up and 
diagnosis. The kit consists of an attractive “A” 
Frame, Tune-up Appointment Rack and Tune- 
up Work Schedule Cards. Also a quantity of 
two distinctive direct mail cards, two news- 
paper ad mats and a quantity of tune-up car 
door stickers. Company offers this complete 
promotional-merchandising kit free with each 
new PB-881 Scope Analyser. The kit is also 
available as a complete package or as individ- 
ual items at a nominal cost. 
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International Salt Co., Clark Summit, Pa., has 
launched a one-ton display idea for Sterling 
Halite Melting Crystals. The success of this pro- 
motion last year prompted the company to re- 
peat the promotion this coming winter. A one- 
ton display of 10 and 25 lb. packages of Halite 
goes up quickly. It takes only 24 x 54 inches of 
floor space. Colorful banners and posters are 
now being offered by Sterling Salt salesmen for 
use with the display. An advertising campaign 
begins in November and continues thru the win- 
ter months. Consumer advertising will include 
1400 outdoor posters in major market areas. 
Radio and newspaper advertising will also be 
used. 


Milwaukee Electric Tool Corp., Milwaukee, 
Wisc., makes available as part of a merchan- 
dising plan an attractive clock sign to its 
authorized tool distributors. The clock sign is 
14 x 52 inches in size. It provides high utility 
value not only as a clock but also in lighting 
shop interiors and in directed advertising im- 
pact of the Milwaukee Tool Line. Illustrated 
acetate panel on clock front is interchangeable 
to cover specific tools. This will enable dis- 
tributor to change these panels to create Tool 
of the Month idea or as illustrated tie-in with 
national advertising features on any specific 
tool. 
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SAWZALL O SCREW DRIVERS 


O WUT RUNNERS 


Heavy-Duty Electnic HACKSAW | eee 


2 POLISHERS 


Ramsey Corporation, St. Louis, Mo. is spon- 
soring a big “Winning Ring” contest. It will 
give away 600 prizes to lucky winners. Six of wietocor 


these winners will receive their choice of brand- 
new Corvair Monzas or Rambler American Sta- 
tion Wagons. All installers and suppliers of 
RAMCO piston rings are being invited to enter 
separate contests each month during the Octo- 
ber, November and December event. The win- 


: : now available for more 
ners will be picked each month as the contest 


than 100 on-the-road 


begins anew. The company announced that : car models 
the first contest will close on October 10, the : 
second on November 10 and the third on Decem- : rareoyhen 


ber 10 < Revolutionary “Sott-Sealing” Gaske: 
KNOW THIS Why Service Shops Demand it 


CONSTRUCTION Vector or 
torer ' 


Victor Mfg. & Gasket Co., Chicago, Ill. has a 

display card which helps demonstrate and sell 
premium Victocor cylinder head gaskets. Shop 
operators and service managers find customers 

quickly approve suggested replacement with 
Victocor Motor Seal Cylinder head gasket, com- *% 
pany states, because they can be shown exactly Now Available os Cylinder Heod Gaskets and in Overhaul ond Valve Grind Gasket Sets 
how and why it is better. A display card sup- aurcx count samenes enacinainn ‘iio 
plied free by Victor, demonstrates the Victocor CADILLAC DESOTO FoRD MERCURY PLYMOUTH 
construction with an easy-to-understand cross- Se eee a toner RAmsLER 
section drawing, and a miniature head gasket aes — nese. —— 
made of actual Victocor. The 11 x 17 in. display See Be Vater *f on Geskets for Year ond Model Information 
card with easel, attractively printed in color, WiC Trae 


° ° . GASKETS + Olt SEALS + PACKINGS 
is ideal for parts or service counter, or can be Vases Menetioeng & Guero, Chicago 90, G. te Cone: Wate Mp & Gai Go. ol Canndn, ©. Theres, Gs 
tacked on wall. 
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Let Your Wife— 


Learn the Business 


AVE you ever stopped to realize that 
one of the finest legacies that you can 
leave your wife is a thorough operat- 
ing knowledge of your shop or service sta- 
tion? True, if you’re like many automotive 
business men, your are probably thinking, 


“My wife wouldn’t know a spark plug from 
a distributor cap—even if you took the time 
and the trouble to show them both to her,” 
however, the story of the widow who sold her 
late husband’s flourishing service station for 
a pittance when it could have supported her 
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Teach your wife how to operate all aspects of your 


shop or service station. 


In the event you are inca- 


pacitated, she will then have a working knowl- 
edge of how to operate the business wisely 


and the children handsomely, recurs too fre- 
quently to be set aside. An argument in favor 
of “wife management” is this: A good top 
flight manager is almost impossible to find, 
especially if he is needed in a hurry, because 
(1) he’s invaluable at the shop or station 
where he is now employed and (2) because, 
since your own station is unique in its own 
right, its problems can’t be mastered over 
night. However, if your wife is acquainted 
with them, she can either take over fully, 
substitute for you full time, or slowly train a 
trusted employee to take your place. This 
sounds like a bargain, and it is, all the way 
down the line, because from the very begin- 
ning of her apprenticeship, she is a useful 
asset to the service station. You can help her 
accomplish this by: 

1—Creating opportunities through which 
she can learn about the business. One operator 
does this by “hiring” his wife on a 2-day-a- 
week basis, and each day she handles a differ- 
ent job at the station which is well within her 
present capabilities and experience. One day 
she works as a saleswoman in the selling sec- 
tion of the station, and discovers that she is 
particularly good at selling women the idea 
of getting new car seatcovers. Another day 
she reviews the books and invoices in the 
officce—and lo and behold—she discovers 
three different arithmetical errors in last 
month’s figures. A third day she supervises 
the routine monthly clean up chore—and the 
attendant who takes care of this can under- 
score her proficiency in checking up on his 
work in washrooms, the service section as 
well as in the sales department. Now al- 
though she doesn’t know “all about business,’ 
her little successes have changed her attitude 
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in regard to the idea of learning about the 
business. And her little successes have also 
helped convince her husband that women and 
automotive service can mix—to the profit of 
both. 

2—Allotting a special department in the 
store to her particular supervision, even 
though she doesn’t come in every day, and 
what this is will depend on your wife’s tem- 
perament: If she worked as a bookkeeper be- 
fore she married you, her part time job is 
ready made. If she always felt (and many 
wives do) that you could get more business if 
you really tried, why not let her launch a sta- 
tionwide advertising promotion of one kind or 
another? This can consist of revamping direct 
mailing list, and telephoning old customers 
who haven’t come around lately, so some 
effort can be made to coax them back. 

3—Two other advantages of this kind of 
“on the job” training are (a) There is no sub- 
stitute for practical “working knowledge” ex- 
perience in the shop or service station, even 
if it is confined to non-mechanical work; be- 
cause it does acquaint the novice with the 
prices of different types of car servicing; the 
psychology of the customer; and the han- 
dling of employees—to name only a few as- 
pects of service station know-how. 
(b) It educates employees, salesmen and 
customers to the idea of a woman “execu- 
tive” taking over in a service station, because 
in many areas the innovation is so novel as to 
be an actual curiosity. Consequently, a cus- 
tomer who has seen her, on many occasions, 
working in the office or in selling, is less 
likely to worry about what she’s doing to his 
car if the occasion ever arises when she must 

Continued on page 144 
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TROUBLE SHOOTING 


STANDARD TRANSMISSIONS 


By Paul A. Murphy = Editor of Chilton's Flat Rate and Auto Repair Manuals 


Problem.... 


Jumping out of high gear 


Sticking in high gear 


Jumping out of second gear 


Sticking in second gear 


. Misalignment of transmission case or 


clutch housing. 


. Worn pilot bearing in crankshaft. 
. Bent transmission shaft. 

. Worn high speed sliding gear. 

. Worn teeth in clutch shaft. 


. Clutch not releasing fully. 
. Burred or battered teeth on clutch 


shaft. 


. Burred or battered transmission 


main shaft. 


. Frozen synchronizing clutch. 
. Stuck shifter rail plunger. 


. Insufficient spring tension on shifter 


rail plunger. 


. Bent or loose shifter fork. 


Gears not engaging completely. 


. End play in transmission main shaft. 
. Loose transmission gear bearing. 


Defective main shaft pilot bearing. 


. Clutch not releasing fully. 
. Burred or battered teeth on sliding 


sleeve. 


. Burred or battered transmission 


main shaft. 


. Frozen synchronizing clutch. 
. Stuck shifter rail plunger. 


Gears spinning when shifting into gear from neutral 


a. Clutch not releasing fully. 
b. Binding pilot bearing in crankshaft. 


.... Possible Causes 


Insufficient spring tension on shifter 
rail plunger. 


. Bent or loose shifter fork. 
. End play in clutch shaft. 


Gears not engaging completely. 
Loose or worn bearings on clutch 
shaft or main shaft. 


Gear shift lever twisting and bind- 


ing shifter rail. 
. Battered teeth on high speed sliding 


gear or on sleeve. 


. Lack of lubrication. 


Improper lubrication. 
Corroded transmission parts. 


. Defective main shaft pilot bearing. 


. Bent transmission shaft. 
. Worm teeth on second speed sliding 


gear or sleeve. 

Loose or worn bearings on transmis- 
sion main shaft. 

End play in countershaft. 


Gear shift lever twisting and binding 
shifter rail. 


. Lack of lubrication. 
. Improper lubrication. 


Corroded transmission parts. 
Second speed transmission gear 
bearings locked will give same ef- 
fect as gears stuck in second. 


. In some cases an extremely light 


lubricant in transmission will cause 
gears to continue to spin for a short 
time after clutch is released. 
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_ GUIDE fina tion 


meas 8 CYUMOER IZVOLT KGRITION SYSTE ; : 




















Hi Wy LY 
in 





I Keep this Guide Card posted RIGHT at my _ 
Filko IGNITION SERVICE CENTER 


This full-color, handy Filko Guide gives me the 

circuitry for both standard 12-volt ignition and the 

voltage regulator to generator circuits. It shows the 

circuits in different colors so it’s easy for car owners 

to follow and understand. It explains, too, the many 

Crown Jewel quality features of Filko ignition com- 

: : ponents. You can get a FREE Guide at your Filko 
HERE'S ; ; Jobber ...or write F. & B. Mfg. Co., 4248 West 


YOUR Chicago Avenue, Chicago, Illinois. 
ANSWER— 


WHY ARE QUALITY = «) 
IGNITION COMPONENTS be Se ‘ 
SO IMPORTANT TO 
ENGINE POWER i we 
AND ECONOMY? a (to Td, 


Ves “ 
for cars « trucks « tractors ¢ yj ae ° ws engiles 


Copyright 1961 
F. & B. Mfg. Co, 
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Pedal locking or binding may mean bent or dis- 
torted linkage or loose master cylinder mounting. 


Inspect backing plate and drum. Stains or damp- 
ness means fluid or grease leaks. 


How you can build 
by making every brake 


The sure way to win the complete confidence 
of your brake customers—and thereby make 
repeat customers of them—is to make sure 


that every brake job you turn out is a 
complete job. 


No brake shop is going to build a business 
—or a good reputation—by only doing half 
a job. Furthermore, by doing a complete job, 
you not only please the customer—eliminat- 
ing costly comebacks — but you generally 
increase your sales, and make more money. 
The more work you do, the more parts you 
sell, the more brake fluid and grease you dis- 
pense, the more profit you will make. 

This is all very fine, you say, but how do 
you sell the customer on the need for a com- 
plete brake job, because obviously it takes 
more time and costs the customer more? 


Probably the best method is to make 
certain that the customer understands the 
reasoning behind your telling him that he 
needs this complete service. Once you have 
told him, “A brake system is only as safe as 
its weakest part,” what do you do? You re- 
move a wheel, preferably all four wheels, and 
you point out to the customer the reasons 


behind your thinking. Explain that the hy- 
draulic system controls the brake. Tell him 
that unless this hydraulic system is in tip-top 
shape the importance of the new brake lining 
is proportionately lessened. Explain how the 
wheel cylinder works, how the master cylin- 
der operates, the importance of serviceable 
hoses, the necessity for fresh brake fluid. 


After you have explained the importance 
of the hydraulic system, point out the impor- 
tance of the brake drum. Explain that the 
drums absorb the work. If the drums are 
scored, out of round or thin, they cannot do 


a satisfactory job. 


What do you look for when you pull a 
wheel? First, you check the thickness of the 
brake lining. If the old lining is worn almost 
to the rivet heads, or to the shoe platform on 
bonded lining, or if the lining is charred, or 
soaked with grease or fluid, point out these 
facts and explain why the lining needs replac- 
ing. Also stress the importance of replacing 
the linings on all four brakes — not just one 
or two. 


Check the wheel cylinder for leakage and 
the rubber boots for proper elasticity. Ex- 
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Drums should be ground or honed smooth so The backing plate should be cleaned and the shoe 
lining will not wear out rapidly. guides lubricated with high temperature grease. 


profitable repeat sales 
job a COMPLETE job 


plain that grease on the lining causes brake 
fade, grab, and noise. Boots with poor elas- 
ticity allow dirt to enter the wheel cylinders. 


Examine the brake drum. Explain that 
drums which have been scored or heat- 
checked should be turned for best braking 
action and proper lining life. Never recom- 
mend the use of a drum that is more than 


.060 inches over standard diameter. toh eg PROPER 


BROKEN WELDS ’ SHOE ARC 


Pointing out these needed services as you 


remove the wheels is the best way to convince 
the customer that he needs a complete brake Brake shoes should be replaced if any of the faults listed above 
are found. 


job NOW. @ * 3 


And performing a complete job for him is American Brakeblok jobbers can furnish you with highest quality 
the best way to build profitable repeat sales. riveted or bonded linings for every requirement. 
(To clinch the deal and make sure you never 
lose a customer, be sure to use only high- 


quality American Brakeblok on all re-lining 
jobs.) 


= le as 


P. O. BOX 21 ¢ BIRMINGHAM, MICH. 


MOTOR AGE @ October 196! 





Re Cd d e rs C: ed ri n S| h Oo U S e By Jack Montgomery, Technical Editor 


Adjusting Low Band 

On Chevrolet Corvair 

bbe gain access to the low band 
adjusting screw, it is neces- 

sary to remove the parcel shelf 

behind the rear sheet. 
Adjustment of the low band 

requires an improvised tubular 

hex. *4 in. socket approximately 

12 to 14 inches long. A suitable 

tool ean be fabricated by weld- 


ing a *% in. tubular spark plug 
socket to each end of an 8 in. 
length of *4 in. I.D. tubing or 
pipe. To adjust, loosen the lock 
nut and tighten the adjusting 
screw to 40 + 5 in. lbs. torque. 
Then back off four turns exactly. 


Locating Miss 
In A °59 T-Bird 


I read article in August issue 


a Kwik:Ulay Cylinder Boring Machine 


DUTLASTS 
EM All 





AND PRODUCES THE ULTIMATE 
IN PRECISION WORK 








BUILT TO LAST 


KwikWay 


engineered for the 
ultimate in 


Precision 











CAPACITIES FROM 1%” TO 9” 


Serving the industry with the finest, 
most complete line of engine 
reconditioning equipment available 

Conia didi aie cee 
Cedar Rapids Engineering Company 2 
917 17th St. N.E. 5 

Cedar Rapids, lowa t 

Gentlemen: 2 

I'd like to see Kwik-Way Cylinder Boring ? 


Machines demonstrated. | understand ? 
there’s no obligation. t 


Send me further information and litera. ® 
ture. 


Name 





Company Name 
Address 











 micleslententaelenlententerbetetetoetedededen 


a 
i 
bee con ore cas om GD om Oe om 


In Kwik-Way’s complete line, you'll find 
the cylinder boring machine best suited to 
your needs. The Model FL gives you ca- 
pacity from 3” to 6%” (with extras the 
capacity can be increased to 9”); capaci- 
ty of the model FT, shown above, is 
2.630” to 5-9/32”; model FW from 2.2” 
to 4%” and model FX from 1%” to 2%”. 


KWIK-WAY FEATURES 


! H 
; Screw Feed - 
t Automatic Retraction (on FL, FW, FT) 4 
i Quick, Easy, Accurate Tool Setting i 
t Three Finger Centering for Accuracy 1! 
5 Overhead Chip Removal With Vortex ! 
, Exhausting Device (on FL, FW, FT) i 
! Two Speeds — Instantly Interchange- ; 
; able (on FT and FW. FL Features 4 , 
, Speeds, 4 Feeds) i 


om om om oe on a ws ow oe aed 








of Motor Age, written by Ralph 
Haycock of Salt Lake City, Utah. 
His trouble was a miss in a ’53 
Lincoln completely rebuilt. We 
had a ’59 T Bird with this type 
of a miss which was located as 
being one lobe on a new cam- 
shaft that was ground wrong. 
Replacing the camshaft cured 
the miss. Another possibility is 
that an over-rich mixture from 
the carburetor could cause this 
trouble. Sometimes after a car- 
buretor is cleaned, the soft plugs 
will loosen up and cause gas to 
drain from the bottom of the 
carburetor directly into the 
manifold while the engine is run- 
ning. Result is a missing en- 
gine which can be determined by 
not being able to adjust the car- 
buretor idle adjustments. 

Frank Griefnow 

Cedar Falls, Iowa. 


Correct Procedure For 
Adjusting Hydraulic Clutches 
We service a small fleet of 

Ford trucks. On some of these 
they are equipped with hydraulic 
clutches. I would like to know 
the correct procedure for adjust- 
ing them. 

Bob’s Auto Service 

Willow Grove, Penna. 


DJUST the clutch pedal free 

travel to 1°¢ to 1% inches 
by backing off the pin nut and 
adjusting the spherical nut on 
the release push rod. There 
should be '4 in. clearance be- 
tween the spherical nut and the 
release lever. Adjustment should 
be made with the retracting 
spring in place. 


Problem With A755 


Plymouth Voltage Regulator 


I have a 1955 Plymouth, 6 
cylinder. The voltage regulator 
points will stick closed for no 
reason at all. I have checked the 
wiring from the amp. motor to 
the regulator to the generator. 

Continued on page 144 
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THE QUALITY CONTROL 
OF EIS “E” SERIES HRC* 
WHEEL CYLINDER CUPS 



































work be 


MASTER CYLINDERS + MASTER CYLINDER KITS 
THE NY WHEEL CYLINDERS « WHEEL CYLINDER KITS + HOSES . 
Eee POWER Bi PARTS + BRAKE BLEED! 


Ask your EIS 
Distributor or write for Catal 7 EIS AUTOM 
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One M°CORD Muffler job 
eross youa profit 





$10.00 .. . that’s your average gross profit on a 
McCord muffler-pipe-brackets sale. All it takes, 
then, is one such sale a day to boost your over- 
all gross by at least $3,500 per year. And, 
mister, you can easily manage that, because 
thousands of alert, aggressive service organiza- 
tions today are doing that well and better. 





And there’s no secret to their success. First, it’s 
a matter of simple statistics. fHrere are more 
than 60 million cars on the road . . . over half 
of them are potential muffler replacement 
“‘prospects.”” Second, there’s the matter of 
cashing in on this vast, high-profit market 
and that’s simple, too. All you need is: a 
muffler line car owners want . . . McCord 
Mufflers; special rapid service exhaust system 
tools . . . McCord tools; powerful, traffic- 
building merchandising . . . McCord merchan- 
dising. Add your personal salesmanship and 
watch the muffler service “bucks’”’ roll in! 
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per day will EASILY 
of *°3,500 per year! 


Everything car owners want in a muffler, they 
get more of with McCord . . . longer life... . 
maximum sound absorption . . . minimum back 
pressure . . . greater safety. Because McCord 
mufflers offer . . . 40% to 60% heavier, coated 
steels . . . ribbed, air cushion shells . . . full 
length asbestos liners . . . ‘““Dri-Shell’’ design . . . 
double-locked crimped seams . . . custom engi- 
neered ‘“‘Swept-Flo’”’ sound control . . . longer 
tubes, larger resonator chambers. These features 
and more, make McCord easier to sell. 


MSCORD offers you the tools... 


“15 minute muffler service” . . . that’s what car owners 
demand today. And you can offer it with easy-to-own 
McCord muffler tools. There’s McCord’s heavy-duty 
air gun with cutting and slitting chisels (left)... there’s 
McCord’s revolutionary new multi-purpose air impact 
wrench. Both tools are yours for less than cost from 
your McCord jobber. See him today! 


MSCORD offers you the merchandising . . 


With the best mufflers to sell and the finest tools 
to install them, there’s just one “ingredient” 
lacking. And McCord supplies that, too... 
merchandising. “‘A’’ boards, wall signs, banners, 
electric window signs, mobile merchandisers, 
decals, island displays . . . all these promotional 
tools and more, McCord makes available to you, 
to help bring customers into your place of busi- 
ness. Can’t wait to get started? You don’t have 
to... see your nearby McCord jobber ‘today. 


ag C | ee D McCORD CORPORATION : Detroit 11, Michigan 


Send immediately my copy of McCord’s new 


Cc oO R P re] > ATI re) oe] Muffler “Profits Manual” 


NAME 
DETROIT 11, MICHIGAN ADDRESS 


GASKETS © MUFFLERS & PIPES OIL SEALS © RADIATOR CORES CITY ZONE STATE 











MOTOR AGE @ October 1961 





New Products Shopping Center 


Snap Ring Kit 
For replacement in automotive 
and small motor maintenance 
repair fields 

K-D Manufacturing Company: A 
new emergency package of 52 of 
the most-called-for snap rings 
for replacements in the automo- 
tive and small motor mainte- 
nance and repair fields is now be- 


ing marketed. The new package, 
in plastic box, makes it possible 
for a mechanic to replace a bro- 
ken, worn, or lost snap ring im- 
mediately. The new package also 
contains a chart with exact-size 
number from which the me- 
chanic can then reorder replace- 
ments in quantity replacement 
packages. Write: K-D Mfg. Co., 





Valves at your 
fingertips... 


e Tremendous initial sale of this Dispenser- 
Pak enables us to reduce the price from 
$20.50. 

e Contains 50 Snap-In Valves which means 
a dealer gross from $37.50 up. 


Puts valves where you want ’em, when 
you want them. Just reach a few inches 
from your tire changer and you have the 
two standard sizes of snap-in valves at 
your fingertips. An easy pull and you 
make up to 69¢ net profit. 

The Dill Dispenser-Pak includes 50 
valves, 30 T-151-R for 15”’ wheels and 
20 T-13-R for 13’’ and 14” wheels. All 
valves packed in translucent tubes (10 
to a tube) for visible inventory control. 


Order No. 5254 from 
your supplier. 


Free 5-color mobile and 


safety gage included. 





) 


DILL | 


Manufacturing Company 
700 E. 82nd St. + Cleveland 3, Ohio 
Offices in Los Angeles, Akron, and Toronto 
Subsidiary of The Eaton Manufacturing Company 











526 N. Plum Street, Lancaster, 
Penna., or ‘phone Express 
7-8176. 


Gas Caps 

Prevents fuel loss 

caused by surging 
Stant Manufacturing Co.: New 
gas caps G-40 and G-46 are de- 
signed to prevent fuel loss caused 
by surging, collapse of gas tank, 
fuel pump damage and stalling 
when separate tank vent tubes 
become clogged with dirt or ice. 
G-40, it is said, practically elimi- 
nates objectionable fuel fumes in 
passenger compartment, occur- 
ring in some cars and station 
wagons, by preventing leaking of 


fuel through the cap. G-40 is for 
1'4” diameter filler neck. It is 
designed to be used on 1960 
Chevrolet station wagons, all 
1961 cars and station wagons; 
1961 Ford and Pontiac station 
wagons. Write: Stant Mfg. Co., 
Inc., 1620 Columbia Ave., Cor- 
nersville, Ind. 


Power Steering Kit 
Makes it possible to duplicate 
any hose assembly in minutes 


The Alemite Division of Stewart- 
Continued on page 123 
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[ or especial interest to New Car Dealers...or prospective ones 


You sense a new spirit of accomplishment 
everywhere in the Studebaker Organization. In the pride with which 
the factory people paint up and spruce up their work areas. 
In the extra effort of production workers to maintain the highest quality 
standards. In the enthusiasm with which Studebaker 
Dealers from coast to coast are daily establishing sales records. Source of this 

new stimulating spirit is the new Studebaker Management Team 
that in a few short months completely redesigned the 

Lark and Hawk, glamourizing them to the public’s taste, creating 
exciting new acceptance for these outstanding cars. 

THIS IS STUDEBAKER TODAY— 


successful, expanding, on the move! 


Some excellent territories are still open 
Jor successful businessmen who would like to join 
successful Studebaker as Lark, Hawk and Studebaker Truck 
Dealers. For full information, write, wire or telephone 
Mr. Frank Suslavich, V-P, Studebaker, 
South Bend 27, Indiana 


MOTOR AGE @ October !96! 





HERE’S HOW to turn out 
that make cars safer... 


DANGER fis. 
spots rca 
to CHECK eae 
when ) ) 


BRAKES 


are 


exh 


Nay 


BRAKE FLUID 


You're always right with the Quality Line 


Wasner Lockheed — 


the best known—and most trusted name in brake 
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better brake service jobs 
and customers happier! 


Standardize on 


Wasner/ © 


BRAKE PARTS...FLUID...LINING 


... products that function correctly so that cars can stop safely 


At least five possible danger spots should be checked 
when brakes are being serviced. For safety’s sake 
—be sure to inspect the master cylinder ... brake 
hose... brake drums... wheel cylinders... and 
brake lining. Skip none! 


If brake replacement cylinders, hose, fluid or lining 
are needed—restore original braking efficiency by 
using Wagner® Lockheed® Products. . . It’s a sure 
way to turn out jobs that make cars safer—and 
customers happier. . . It’s easy-—and profitable. 


Wagner Lockheed Replacement Brake Parts 
are manufactured by the same machinery—to the 
same specifications—as parts used for original 
equipment. Line includes master and wheel cylin- 
ders, repair kits, pistons, springs, washers, cups and 
brake hose for every make and model vehicle. Line 
also includes POWER BRAKE REPAIR KITS 
and parking brake cables. 


FREE— 


Ask for Catalog AU-500... it covers 


Wagner Lockheed Brake Fluid with T.R.I. 
(Temperature Resistant Ingredients) is chemically 
balanced to function efficiently under all driving 
conditions . . . surpasses S.A.E. specifications, meets 
State laws, and conforms to Federal specifications. 


Wagner Lined Brake Shoe Sets are supplied 
with lining contour ground to compensate for nor- 
mal drum distortion. “‘How-to-do-it” Installation 
Instructions, and a “thank-you” Dash Tag are 
packed with each set. Line also includes sets, blocks, 
rolls, and slabs. 


Become a Franchised Dealer—enjoy special 
benefits. For details, ask your Wagner Distributor 
—or write us. Learn how easily you can qualify. 


Wagner Electric Corporation 


Manufacturers of LOCKHEED’ Products 


F Wemner Electric Corporation 


6498 PLYMOUTH AVE., ST. LOUIS 33, MO., U.S. A. 
(Branches in principal cities in U.S. and in Canada) 


Please mail us Catalog AU-500 


the complete Wagner Lockheed line 
of top-quality brake parts, fluid, 
lining and lined shoes. Better request 
a copy now—before the supply 

is exhausted. 
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NAME______ 





FIRM NAME 


ADDRESS _ 





CITY & STATE 








NEW 


C/R MODULAR CABINET 


A stock merchandising oil seal cabinet with utility 
strength, attractiveness, compactness (19° x 13° x 
provides easy access to seals—aids in selecting 
right numbers, instalis in minutes. Available 
free, along with installation tools, with 
several C/R service stocks in which 
you select the stock, 


PROFIT TWINS 


FAMOUS 


C/R SLIDING DOOR CABINET 
Field's most popular large merchandising cabinet for 
oil seals. Perfect for large wheel service departments 
and shops doing considerable wheel service vol- 
ume. A real reminder on oil seal replacement, 
oil seal stocks, installation tools and appli- 
cation information. Sliding doors . . 
rigid constructior holes for 
hanging. Free in several C/R 
oil seal assortments. 


A COMPLETE OIL SEAL DEPARTMENT WIT 
THE STOCK AND CABINET OF YOUR CHOICE 


What a combination for good profits on wheel services—and again it's from Chicago 
Rawhide. Alone or as twins, C/R merchandising cabinets, tailor-ordered stocks and 
C/R installation tools make the finest service combinations in the field. And, to help 
you sell wheel services C/R has an unmatched promotion package for you. Ask your 
C/R supplier for all the details—especially about the new C/R modular cabinet that 
also interlocks side by side or stacks top to bottom to give you the most complete 
stock in your vicinity! 


CHICAGO RAWHIDE MANUFACTURING COMPANY 
Service Sales Division Chicago 22, Illinois 





In Canada: Chicago Rawhide Products Canada Limited, Brantford, Ontario 
Export: Geon International Corp., Great Neck, New York 


Seal of Proved Performance 





Service Managers’ Notebook 


Important Steps In 
Sealing Water Leaks 

The obvious problem in cor- 
recting water and dust leak 
conditions in a vehicle is locating 
the point of entry. Diagnosis in- 
volves a visual inspection. It 
may, in many instances, also re- 
quire water and trace powder 
tests. Water will often leave a 
track to its point of origin if the 
surface or surfaces it has fol- 
lowed are not entirely clean. 
Dust may also be traced by the 
trail it leaves. Thus, a visual in- 
spection should begin at the 
point of accumulation. Follow 
any tracks left by leaks to their 
terminating point. If there is no 
evidence of where the leaks have 
originated, a water or trace 
powder check should precede any 
attempts to correct the problem. 

The causes of water and dust 
leaks at a given point are varied. 
There may be a sheet metal de- 
fect, such as a broken or missing 
weld joint. A leak at the same 
location could be caused by an 
improperly installed weather- 
strip, misplaced or missing 
sealer, or an obstructed drainage 
point. Any one or more of these 
conditions could be a contribut- 
ing factor. 

It is particularly important, 
when using sealing materials 
that the surfaces involved are 
absolutely clean before applying 
sealer, cement, weather-strips, 
etc. The presence of oil, dirt, old 
sealer, moisture, or other foreign 
matter may prevent a good bond 
between the seal and its mating 
surface. 


Fall And Winter Service 
Promotions Boost Profits 
Now is the time to offer timely 
Fall service suggestions to your 
customers. Don’t let old man 
Frost catch you napping. Set up 
lists of Fall and Winter services 
that your customers should have 
and place the price of each along 
side the operation. Offer special 
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package deals. Many customers 
go for ’em in a big way. These 
offers should include; a thorough 
check of the electrical system for 
quick positive starting. This 
should be tied in with a complete 
engine tune-up. Stress a com- 
plete battery and charging sys- 
tem check-up as good insurance 
against cold weather’ break- 
downs. During the selling of a 


tune-up mention that all the 
filters such as fuel, air and 
crankcase breathers will be 
cleaned and checked. The auto- 
matic choke and manifold heat 
control valve will be given special 
attention. Don’t forget the drain- 
ing and flushing of the cooling 
system. Torque cylinder heads, 
inspect for water leaks, install 
new hoses and clamps, check 
thermostats, and pressure caps 
install inhibitor and new ex- 

Continued on page 141 








Want more 


PROFITABLE BUSINESS? 


the 


Ps.D.iz 


PROGRAM 


will help you! 


Here’s why —“‘One-shots” are no good. There’s 
nothing like satisfied car owner customers 


for steady profit. 


You can insure the P&D ignition parts you 
install for a full year for each customer. 
You get plenty of P&D merchandising 


and advertising helps. You are aided 
with instruction clinics, manuals and 


year round service from your wholesaler 


and P&D field engineers. 


P&D and your wholesaler developed this 
P&D-ize ignition tune-up program together, 
solely to help you get more business and 


keep it—at a profit! The slogan is 
“P&D-ize At Least Once A Year.” 


See your wholesaler or write us! 


PaD MANUFACTURING CO., INC. 
STARTING - LIGHTING - IGNITION 


19-02 STEINWAY ST., LONG ISLAND CITY 5,N. Y, 
Export Sales: Borg Warner laternational, 36 So. Wabash Ave., Chicage 3, IN. 





MONMOUTH 
SERVICE 


IN ACTION 


“Monmouth really concentrates 


... that’s why I depend on Monmouth. I can get any bearing I want, 
as fast as I need it, just by calling my NAPA jobber. And I know 
Monmouth stands behind my jobber in making a product that’s 
tops in quality. You can’t beat that combination of quality and 
service. It makes my business a lot simpler and more profitable.” 


If you want performance that pays off, use Monmouth Bearings 
in all your engine rebuilds. For instant service, call on your 
NAPA jobber. He can give you complete Monmouth service 
on all your engine bearing requirements. 


MONMOUTH Engine Bearings 


CLEVITE SERVICE: Cleveland Graphite Bronze e Division of Clevite Corporation e Cleveland 3, Ohig 


MONMOUTH 


on service... 


says Flake Wells, Jr., Ownet 
Wells Garage 
El Paso, Texas 


MOTOR AGE ®@ October 196! 





BODY SHOP TIPS 


Special Deflector Protects 
Tires When Spraying Wheels 


We have had trouble with 
overspray on painting rims with 
white sidewall tires. This simple 
tool that we made for common 
15-inch rims really does the job. 
It’s an aluminum band with a 
couple of toy magnets bolted in- 
side. The magnets are the plastic 
found at most variety stores for 
about 70 cents. A piece of scrap 
aluminum sheet from the heat; 
ing company that will let you cut 
a strip 4 x 52 inches will make 
the band. Stretch this strip 
around the outer edge of a 15- 
inch rim so that 1'4 inches over- 
lap. Still holding it, slip it off to 
the vise. Indent, bore, and apply 


MAGNET 


sh a 


\ MAGNET 
_ 


\ 
4 brass rivets. Apply magnets on 
opposite sides of inside edge of 
band. Bore ‘4% inch holes in band 
to match bolt in magnet. Then 
bolt with small bolt. In use, first 
remove all hubcaps. Then snap 
band over the edge of a rim. 
Magnets will hold it to outer 
edge. Spray, holding gun up 
close. The band will catch any 
overspray so you can forget 
cleaning the sidewalls. Go ahead 
to the next rim. Saves temper, 
paper, and masking tape. G. D. 
Lynch, c/o George’s 


Asheville, N.C. 


Garage, 


Adding a Bracket Stops 
Front End Rattles 

Some owners of 1959 Cadillacs 
have been complaining about the 
front end of the automobile 
(hood and front fenders) being 
loose and shaking when the car 
is going over rough roads. I 
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have found the way to eliminate 
this condition is to weld an angle 
bracket to the frame horn. Then 
bolt it to the side of the radiator 
support. The radiator support 
has two holes already in it for 
the mounting. A simple method 
of doing this job is to take out 
the front fender extension pan. 
Charles Jerele, 655 South 70th 
St., Milwaukee 14, Wisconsin. 


Photo shows the old way of buying 
motor mounts—without the fittings 


Tip For Fastening 
Door Trim Panels 


When removing the door 
panels on a Pontiac, the nails 
usually pull loose from the metal 
strip to which they were spot 
welded. To repair, simply pry up 
the metal strip and put the same 
nails in from the back side. Press 
the metal down again and the 
repair is finished. Needle nose 
pliers work well for this. Theo- 

Continued on page 122 


Something's missing 


_ from this picture... 


but not this picture 


a. yeaa 


Photo shows the new way of buying motor mounts 
with all the fittings for time saving installations. 


NEW! improved plan combines 


MOTOR MOUNTS 


with Assembly Kits 


Next time you buy motor mounts—play it cool. 

Buy the matching Assembly Kits. Doan now offers all the 
necessary fittings—bolts, nuts, washers, everything to install 
motor mounts. Don’t buy one without the other. The cost is 
small compared to the savings in time. 


DOAN MANUFACTURING 


A DIVISION OF ANCHOR INDUSTRIES, INC. 
1725 LONDON ROAD — CLEVELAND 12, OHIO 























1962 Rambler Classic Six 


Announcing RAM 


New Style! 


NEW LOUNGE-TILT SEAT 


There's nothing like it in any other car at any price! 
With the new Lounge-Tilt Seat, the front-seat 
passenger can tilt the seat cushion hydraulically 
to the most comfortable knee height. Adjust the 
reclining seat-back and headrest—and your whole 
body floats in total comfort, as with costly, adjust- 
able lounge chairs. Available on all 1962 Ramblers 
with individual or bucket-type seats. 


NEW DOUBLE-SAFETY BRAKE SYSTEM : ; ; 

Tandem master cylinders: one for front mile BEST RUSTPROOFING 

brakes, one for rear. If one is damaged, x : The only cars with Deep-Dip rustproof- 

the other still works. Self-adjusting, too. ba ing up to the roof, now armor-clad the 

Standard on all models. 2 : below-door body panels with rustproof 
: i zinc. 
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1962 Rambler American 


for 1962 


New Safety! 





NEW E-STICK i ll 19 ambier els, Dowgard CERAMIC-ARMORED 
NO-CLUTCH-PEDAL TRANSMISSION ‘ull- - replaces be iter MUFFLER AND TAILPIPE 
Brings you most of the convenience of | . : Sake easels : Protects against rust and corrosion for 
a fully automatic drive at a fraction of C Modicng ewes as long as the original buyer owns his 
the cost, with economy of stick-shift — new Rambler. New aluminized metal 
transmission. No clutch pedal! : shield offers additional protection. 


SSP Se ee a aa eta ct 


WORLD STANDARD OF 
COMPACT CAR EXCELLENCE 


AMERICAN MOTORS CORPORATION 
14250 Plymouth Road, Detroit 32, Michigan 
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boosting 


you get’ 


NETWORK TELEVISION 
Every Tuesday at 7:30 (EST) on the 
full NBC-TV network, the popular 
Laramie show will be bringing tele- 
vision fans the AC story in bright 
new sales messages that sell! 


Plentiful . . . Powerful . . . Persuasive sales 
support that’s unmatched in the industry 

It isn't just how much, it’s how good! That's an advertising 
principle too often forgotten. AC has not forgotten. During 
the coming year, your sales efforts for AC Quality Products 
will be backed by advertising and merchandising that's 


outstanding for quality as well as volume. 


110 


Ction 


NATIONAL MAGAZINES 


Striking full-page ads in maga- 
zines like Look, Reader's Digest 
and Saturday Evening Post often 
accompanied by a hard-sell extra 
column, directing motorists to 
your place of business. 


Big, smashing full-page-and-a-column ads in leading 


national magazines ... eye-catching, ear-catching TV sales 
messages on the highly rated Laramie show . . . dominant 
billboards that punch home the AC ‘'Power-Economy- 
Performance” story ... plus hand-tailored campaigns in spe- 
cialized magazines, such as farm and boating publications 


. . . that’s AC's national advertising program for 1961-62. 


MOTOR AGE @ October 196! 





BILLBOARDS 


Across the nation, ‘on billboards 
designed to demand attention, 
motorists will repeatedly be re- 
minded that AC is their best bet for 
power, economy and performance. 


Then there are outstanding point-of-purchase merchan- 
dising aids to help you move AC products faster than ever. 
This whole program is designed to do just one thing—bring 
customers into your place of business! Join the big swing 
to AC, Recommend, sell and install AC Quality Products. 
Their reliability is your key to the kind of customer satis- 


faction that means repeat sales. 
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QUALITY PRODUCTS’ 
Good advertising won't work 
without a good product. The AC 
Fire-Ring Spark Plug—in design, 
engineering and performance— 
is the finest any motorist can use. 
Other AC products assure the 
same customer satisfaction. 


a 


QUALITY 
PRODUCTS 


AC SPARK PLUG RP THE ELECTRONICS DIVISION OF GENE 








How to Sell TBA/R . 


customer’s attention. Many times a 
customer is completely unaware of 
a dangerous condition that exists 
in his car. If the attendant or me- 
chanic points out a worn or damaged 
part, the customer will appreciate 
this attention. Service stations have 
many advantages in their contact 
with the public. But they must ac- 
quire the “know how” of selling 
sales and services or they are lost in 
today’s stiff competition. Two door 


Continued from page 84 


openers to extra sales and service 
are the check under the hood and 
the check under the car when the 
car is up on the lift. If you cannot 
find at least one item or part that 
needs replacement or repair, then 
the owner is to be congratulated for 
his excellent care and attention 
given his car. 

For example, in this article we 
are presenting some _ interesting 
selling slants from various service 





Stop Hard Starting and Stalling with 


STEWART- WARNER 
ELECTRIC FUEL PUMPS 


Now you can use the weather for your 
profit. Help your customers avoid hard 
cold weather starting ... hot weather 
vapor-lock stalls. Recommend and in- 
stall a Stewart-Warner Electric Fuel 
Pump. Prevents surging and flooding, 
assures a constant flow of fuel under 
all temperature conditions. 

Choose the model that fits the pur- 
pose best. The high capacity 240-A 
delivers up to 60 gallons per hour with 


pressures adjustable up to 8 p.s.i. A 
built-in filter eliminates the need for 
any other filter in the system. 

The popular 220 is ideal for use 
where 20 gallons per hour is the maxi- 
mum delivery requirement and pres- 
sure requirements are not critical. 
Efficient, dependable, trouble-free. 
Stewart -Warner Electric Fuel Pumps 
are available for 6 and 12 volt systems 
for all gasoline engines. 


Ww Contact your supplier for additional information. 


~a 





Model 240-A 


Model 220-A 


Sw 


Excellence] 


INSTRUMENT DIVISION 
STEWART- WARNER 


CORPORATION 


Dept. Y-101, 1840 Diversey Parkway, Chicago 14, Il. 





and repair stations and_ shops 
throughout the country which have 
used promotions to increase sales 
and service. Some of these ideas may 
work for you. Why not try some- 
thing different? 


Something New 


One idea is to include a catalog 
sales agency next to your service 
station. Two experimental installa- 
tions opened for business recently 
in Illinois. One oil company felt 
that by establishing catalog mer- 
chandise outlets in its service sta- 
tions the stations would be able to 
offer customers a place to park, 
catalog shop and have quick, con- 
venient service done on their cars. 
This idea is still experimental in 
nature. It may prove popular with 
the buying public. Service stations 
by prompting such an idea may 
rapidly expand their line of mer- 
chandise and repair facilities. 


Signs Attract 


Signs are always excellent for 
bringing in new customers and at- 
tracting old customers back for ad- 
ditional service and sales. Make 
the sign a little different and un- 
usual. It will then be remembered 
by the passing motorists. When 
they need repairs, then they will be 
back. 

For example, “people think they 
are in a hurry,” says the manager 
of University Service, Riverside, 
Calif. Perhaps that is why a big 
window sign advertising a three 
minute oil change has increased 
business in this department 20 per 
cent. It has also produced compa- 
rable increase in the sales of tires, 
batteries, accessories and parts. 

Three men work as team during 
change. One drives car on hoist. 
Another puts a spout in each oil 
can and places cans on shelf, ready 
for pouring. A third man is ready 
with an oil container and wrench 
to open oil drain. After performing 
functions, the first two men return 
to service islands to pump gas. The 
third man quickly and systemati- 
cally checks chassis, muffler, shocks, 
tail pipe, etc. He recommends im- 
mediate replacement or repair 
where warranted. If no replace- 
ments or repairs are called for, he 
replaces oil drain cap, lowers car, 
replaces oil (with cans ready for 
pouring). 
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The “three minute change” sign 
really draws customers. Customers 
are pleased, however, when they 
discover a quick oil change need 
not be an excuse for inefficiency. 
When they are advised of need for 
repair or replacements, they sud- 
denly have all the time in the world 
for these needed repairs. 

Complimentary car wash is 
sometimes offered if the dealership 
or garage operates an automatic 
car wash on its own. Cars from the 
service shop can be run through 
the car wash at very little expense. 
Customers are certainly pleased 
when they return and find their 
cars washed with the ‘“compli- 
ments” of the shop or dealership. 
Offering a free wash for service 
customers who have important re- 
pair work done on their cars is 
quite an inducement to have their 
cars worked on at that particular 
establishment. If a car is dirty 





LAN 


“| want my parking brake fixed... 
and can you tell me who sells win- 
dows for corner drug stores?” 











when it comes in, or has gotten 
grease or smudge marks on it in the 
shop, it is almost a “must” in hav- 
ing it washed. This free wash idea 
is good advertising. It will cer- 
tainly more than pay for itself in 
increased business and profit. 


Guaranteed Service 


To get customers and hold them, 
sell “100 Per Cent Guaranteed 
Service.” Gaston Bros. Service Sta- 
tion in Chicago, for example points 
up this basic policy. It has worked 
very successfully for this station. 
The Gaston “Service” is reflected 
in the fact that 90 per cent of the 
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customers became “re-order” cus- 
tomers. 

They state that when customers 
drive in, they are greeted with a 
smile and a good morning. The 
service attendants are glad to see 
the customers and show it. If chil- 
dren are in the car, the attendants 
talk to them also. The owners of 
this station have taught their em- 
ployees to become genuinely inter- 
ested in the customer, not just as 
someone who will ring up another 
sale in the cash register. 

One customer remarked that this 
station gave him a genuine wel- 
come that he didn’t get at other 
stations. He liked it! The customer 
got a full check service on oil, bat- 
tery, radiator, power steering. Also 
tires were checked. If the car was 
up on the lift the exhaust system 
was checked as well as other items 
on the underside of the car. 


Offer Tune-Ups 


A well equipped tune-up depart- 
ment is a “must” in any service 
station and shop. Only the best 
tune-up equipment should be used 
to insure no “comeback” work. A 
good tune-up department will also 
increase TBA sales and repairs, 
gas, oil and lube jobs. Good equip- 
ment insures proper diagnosis and 
doing the job right the first time. 
Larger volume of work can thus be 
done profitably and in less time. 
Send customers “Your Car is Due 
for a Check-up” card after 1000 
miles of driving. Send out quar- 
terly mailings to current and po- 
tential customers in area. 


Diversified Selling 


One succes: “ul service station 
has also found a gold mine in sell- 
ing TBA items and other items 
that are normally bought in the 
department stores. While waiting 
for gas and service repair, custom- 
ers are given a brochure outlining 
the items which can be bought at 
a discount with the purchase of 
eight gallons of gas. This service 
station knows the business is there 
and “asks for it” in a proper way. 

The potential for the service sta- 
tions in the coming years is tre- 
mendous. The trend is toward more 
diversified point of purchase sell- 
ing and in handling all repairs in 
package deals to meet the need for 
complete “one stop, one-shop serv- 
ice.” 
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FOR DEALERS WHO 


SELL FAMOUS FRAM 
“WEAR-GUARD” FILTERS 








8 GIFT CERTIFICATES 
(Free with 8 Doz. Cartridges) 





LaBELLE ELECTRIC COFFEE MAKER 
— brews from 4-17 cups of excellent 
coffee. It’s just one of the many 
nationally advertised gifts you can 
get ABSOLUTELY FREE in FRAM’S 
MILLION $$$ GIVEAWAY. Gifts are 
your reward for selling Fram ‘‘Wear- 
Guard” Filters—today’s fastest mov- 
ing filters—proved to trap up to 40% 
more dirt than any other filter tested. 


STOCK UP ON FRAM FILTERS 
GET FABULOUS FREE GIFTS! 


With every 24 Fram Filters you buy, 
your supplier gives you 2 Free Fram 
Gift Certificates. Redeem them im- 
mediately or save them for gifts of 
higher value. 


CLIP COUPON AND MAIL TODAY! 
eeeeeeeeeeeeeeeeeeeeeee® 


FRAM CORPORATION 
DEPT. MG 
Providence 16, R. I. 


| want to get my share of Fram’s 
Million $$$ Giveaway. Please send 
me catalog of free gifts. 





NAME 





ADDRESS 





CITY "ZONE ST 





MY SUPPLIER S NAME 1S 


eeeeeeeeeeeeeeeeeeeeeee 
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New Literature ...... . «© Continued from page 79 


for tube and tubeless tires. Com- 
pany stressed the profit potential 
in an organized three-step pro- 
gram to make tire mounting, 
service, and repair easier and 
safer while extending the service 
life of tires. The service pro- 
gram outlined in the catalog, can 
produce increased business. 
Write: A. Schrader’s Son, 470 
Vanderbilt Ave., Brooklyn 38, 
N.Y. 


Brake Shoe Catalog 


Lists lined shoe application for 
all popular makes of cars 


The Parts and Accessories Di- 
vision of Wagner Electric Corp. : 
Announced is the publication of 
a new lined brake shoe catalog, 
form number BU-579C. The 
catalog lists lined shoe applica- 
tions for all popular makes and 
models of passenger cars, includ- 





at ote 


THE DISTRIBUTORS ARE 
PERFECTLY PRY..THEY 
ALL MUST HAVE BEEN 
WATER-PROOFED WITH 


4-X SILICONE. 


‘ 


Highest in SILICONE content, =e, S. 
4X does the best job of keeping moisture out of plugs, 


distributor and wire harness. 


Also prevents sticking, 


squeaking, freezing of weatherstripping... corrosion of 
locks, antennae, battery terminals, Recommended by auto 
makers, Accept no substitute... at any price. 


In 12 oz. spray cans 
2 oz. and 8 oz. tubes 


Specify 4X SILICONE ,..from your jobber, 


Dow Corning CORPORATION 


MIDLAND, MICHIGAN 








ing compact cars. It also includes 
application data of set numbers 
and contains illustrations for 
identifying brake shoes. Released 
with the new catalog is the BU- 
525 Wagner Lockheed lined 
brake shoe application chart, 
listing models through 1961 and 
including compact cars. Write: 
Parts and Accessories Division 
of Wagner Electric Corp., 6400 
Plymouth Ave., Saint Louis 33, 
Mo. 


Tool Catalog 


Includes 132 tools for automo- 
tive service 


K-D Tool Company: A new 
pocket size tool catalog available 
to dealers and mechanics has 
been announced. The 32 page 


catalog includes over 132 tools 


for automotive service work. It 
includes sections on valve, en- 


gine, brake and wheel, body, 
cooling and ignition. The catalog 
is illustrated and each tool is de- 
scribed in detail. Write: K-D 
Tool Company, Lancaster, Penna. 


Dealer Catalog 


Contains drawings of all U.S. 
and foreign car exhaust systems 
The AP Parts Corporation: A 
new 1961 dealer catalog is now 
being distributed. The new pub- 
lication contains scale drawings 
of all U.S. and foreign passenger 
car exhaust systems as well as all 
car and truck applications. The 
80-page catalog also contains a 
description of the quality fea- 
tures of company mufflers and an 
explanation of AP’s 15-minute 
installation and dealer profit 
story. Write: The AP Parts Cor- 
poration, Toledo 1, Ohio. 
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There’s a Black & Decker Drill for every hole on this page 
And now for every Black & Decker Drill (all 58 of them), there’s 20-25% longer 


life, extra drill power, handier handling. These built-in bonuses attest best to 


the tool engineering and design that never follows, always leads. ie Bs we > 


New Motor Varnish— insulates Advanced Commutator Lead Improved Cooling System uses More Power Per Pound in 
motor wire for running-tem Fusing gives better bonding new-design fans, larger ven- every B&D Drill helps you 
peratures up to 38% higher it higher temperatures. New  tilating holes to make every get through your work quicker 
increases overload capacity as carbon brushes get 50% long- Black & Decker Drillthecool- and cleaner. Contour handles 
much, and adds to motor life. er life, cut commutator wear. est handling tool for the job. afford the easiest grip, too. 
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BLACK & DECKER’S LONGER LIFE LINE 


58 B&D Drills get through the work faster, easier 
... have more drill power to last longer 








NEW! %” End Handle Drill is ideal NEW! %” Right Angle Drill has a REDESIGNED! ” End Handle 
for tough repair and maintenance jobs. head for getting around corners, Drill has a slimmer, more compact 
So powerful it has 48 ft./lbs. lock in cramped quarters. Reverse the end profile, ball-bearing construction. Fea- 
torque, highest of comparable tools. attachment to speed up or slow down. tures long-life and cooler running motor. 


Shorty Drill is a compact little 34” Scru-Drill® gives you a drill and 46” Special Drill is more compact with 
helper that works in and out of the screwdriver in one . . . for engine work, more power than any drill its size. 
tightest spots with knuckle-sparing body and trim, fuel pumps, generators Makes a perfect companion for the 
ease. Twin fans make this a cool tool. and all kinds of general maintenance. man servicing big over-the-road rigs. 


Towson 4, Md. (In Canada: Brockville, Ont. 
Please arrange for a demonstration of 


THE Buiack & DEcKER Mec. Co., Dept D-261 Black & Decker: 


WORLD'S LEADING MAKER OF POWER TOOLS 


Please send me more information on 

Every bit counts . . . when you go through repair and instal- 
Name Title lation jobs with any one of Black & Decker’s 58 drills. Power? 
Company B&D’s newly beefed-up motors won’t back down in the tough- 
‘iit aiie est going. Handling? When you grip a B&D Drill naturally, 
it’s never off-balance, always easy to handle. Durability? 
Black & Decker Drills lead a rugged life and love it! Buy 
<R IT them at most Black & Decker jobbers for low monthly pay- 


City State 


a4 = v ments. For sales or service, look in the { yoos } 
V f Polish Sand 0 Impact 
ee Wrenches Yellow Pages of your telephone book under Pond 





Autolite, the newest division of the Ford Motor Company, breaks with THE BIG SELL. The biggest 
(and most dynamic) advertising and promotion campaign in Autolite’s history. The weapons? National 
television, Life magazine, 8 other national magazines, and a fall promotion that won’t quit. The 


products: Autolite spark plugs, Autolite batteries, Autolite ignition parts. 0 
We're gunning for America’s 72,000,000 drivers. And you're the winner. AUT LITE 


THE 














THE 


BIG Wait till you see the “Straightaway” —Autolite’s new nationwide half-hour 


SE LL i N show of dynamic men and machines. The world premiere is Friday night 


October 6th. If you miss the first show, just tune in ABC-TV any Friday night 
at 7:30. We think you'll like the Autolite commercials, too. Watch football? Keep 
an eye out for the Autolite commercials on the 

televised American Football League games this fall. AUTO LITE 





The “Straightaway"’ ABC-TV Friday Nights AFL Football ABC-TV Sundays 


THE 


A big brass band of full-page full-color ads this fall in none other than 
Life magazine. You've already seen the first ad in the September 8th 


issue. Another one is coming up October 13. Plus one in November. 
S E LL | N And another in December. Besides Life, there’s a fall line-up of full- 


page ads in 8 other books—Car and Driver, Motor Life, Road & Track, 

Hot Rod, Motor Trend, Popular 

‘ AZi \ GA Science, Popular Mechanics, 
and Mechanix Illustrated. 
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M PANY SWITCHES TO AUTOLITE 
Ap ok sabe ip eae taal * FORD MOTOR COMPANY SWITCHES TO 


| : oy . Autoute spart plugs are now specited by ford Motor Company engineers 25 origmal equipment on every 


DR, Ford, Faleon, Thunderbird, Mercury. Comet, and Lincoin Continental they build. One reason why is that 


Autolite Power Tip spark plugs actually clean themscives while you drive. They burn anay fouling 
deposits te keep your engine's power and economy af their peak. See the full story m pictures below 


i MAZING. >, 
NEW 


¢.\ SPARK PuMP 
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Autolite. the first spark plug that cleans itself 
Motor Company engmeers tor original equips 
Thunderterd, Mercury, Comet, and Lincoln Ce 
you drive, be re that zen always replac 
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POPULAR 
MECHANICS 







































THE 


We're swinging into action now with a nationwide dealer sales promotion 
program. One that will pull customers into your station with cash in hand. 
You give them a free performance check-up and a money-saving coupon on 


a Grand Prix scale-model electrically-powered Racer Kit. With the coupon 
they can get the kit (that costs $2.00 in model shops everywhere) for only 
SE LL | N a dollar. Your customers don’t have to buy a thing. But you get the best 


chance in the world to sell them Autolite spark plugs, bat- 
teries, ignition parts plus every- 

TION thing else you stock. Sign up for 
this one quick . . . it’s terrific.’ 





The more Autolite products you sell the more money you make. That's 
why THE BIG SELL is for you. If you don’t sell Autolite, we say only this: 


we know where we're going and how we’re going 0 
to get there. Maybe you want to come along. AUT LITE 





Training Schools .... 


every Monday morning. Arrange- 
ments should be made in advance. 

No tuition if equipment is pur- 
chased .. . $200 otherwise. 

Housing is in several hotels 
within a few blocks of plant with 
rates about $22.50 per week. Food 
will cost about $4.00 per day. 

Inland Manufacturing Co. radi- 
ator service course teaches all as- 
pects of radiator cleaning, repair- 
ing and recoring. Trainees learn 
by doing radiator work in public 
radiator shop. Also use and main- 
tenance of equipment and funda- 
mentals of merchandising, adver- 
tising and pricing. For additional 
information contact: Mr. J. V. 
Grasso, Manager Equipment Divi- 
sion, Inland Mfg. Co., 1108 Jackson 
St., Omaha 2, Nebraska. 


The DeVilbiss Company, Toledo, 
Ohio, manufacturer of spray paint- 
ing equipment, conducts schools in 
the theory and practice of spray 





GARAGE 


We can't wait all day!”’ 


e « « « « Continued from page 76 


branch factory offices or other suit- 
able locations, frequently under 
the joint sponsorship of the com- 
pany and a jobber or distributor. 
They are usually of 2-3 days dura- 
tion and a nominal fee is charged. 
Contact: Director of Education, 
DeVilbiss Co., 518 Jefferson Ave., 
Toledo 4, Ohio. 


Weaver 
Springfield, 


Manufacturing Co., 
Illinois, announces a 


wheel balancing and alignment 
school that is held the first full 
working week of every month at 
the Weaver Laboratory Garage, 
2171 S. Ninth St., Springfield, Ili- 
nois. Mr. Pat Ivory is instructor. 

There is no charge for the 
school, and students arrive from 
all parts of the country at their 
own expense, to learn to operate 
their Weaver Equipment. For in- 
formation write to: Mr. Harold E. 
Myers, Adv. Manager, at the above 
address. 

















painting. These schools offer train- 
ing for the apprentice, brush-up 


on proper painting practices for | 


veterans, as well as the latest in 
techniques, materials and applica- 
tions. There are 
courses, visual aid materials, plant 
tours (in the case of 
schools), studies of various types 
of equipment in action in consumer 
laboratories, and actual practice. 
The courses are 
trained instructors. 

In the case of the factory school 
at DeVilbiss in Toledo, O., there is 
no charge for instruction or mate- 
rials. Students must pay their own 
transportation and living expenses. 
Most factory schools run five days, 
Monday through Friday. 


lessons, 


factory 


conducted by 


Field schools are conducted at | 
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Why Send 


RADIATOR 
Jobs Away? 


Add an extra $8,000, $12,000, $15,000 a Year SERVICING RADIATORS! 
Now, the world’s largest radiator servicing equipment manufacturer offers 
the complete package: Equipment, merchandising, “Pays-for-Itself” pay- 
ment plan, complete factory school (free training for you or your man). 


And Radiator Servicing produces top profits, quickly! 

“$900 Monthly Average’, first 4 months—M. J. Wilson Co., Shelbyville, til. 
"$13,500 First Year’, —Automotive Service Co., New Castle, Ind. 

‘$800 Monthly Average’’, first 7 months—Walterboro Auto Parts, Waterboro, S. C. 


FREE! Mail coupon today for Inland’s New “Blueprint for Profits’, a 32- 
page booklet showing various shop combinations. Tells exactly what you'll 
need to set up a complete radiator servicing dept. Gives prices, outlines 
“Pays-for-Itself” plan, describes experiences of others. 


INLAND MFG. CO., Dept. MA-10, 1108 Jackson St., Omaha 2, Nebr. 
| lima ma Mail Coupon Now! BE SOR er ee a ee 


FIRM 


ADDRESS. 


CITY 


eee 


INLAND MFG. CO., Dept. MA-10, 1108 Jackson St., Omaha 2, Nebr 3 


Please send new free book, “Blueprint For Profits."’ 


ZONE STATE 


E 

: 

L 

A 
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If dealer, make of car sold 
Are you now opercting a radiator dept.? 


C) Yes 
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Body Shop Tips © © © © © © © & « Continued from page 107 


dore Dieckhaus, 109 West Fifth 
St., Washington, Mo. 


Small Holes Made Larger 
With Tapered Punch 


Many times when drilling a 
hole in sheet metal or parts, even 
up to \ inch thick, the pilot hole 
may be drilled first with a small 


bit, but due to the tough metal or 
the dullness of the next size bit, 
the proper size hole can’t be fin- 
ished. But with some center 
punches of the long, tapered kind 
commonly used by body men the 
hole can be punched to the 
proper size. Any metal protrud- 
ing can be ground off the back 
side using light touches’ on 
the grindstone. G. D. Lynch, 
George’s Garage, Ashville, N.C. 


A Bamboo File Handle 
Can Be Made Quickly 

Very useful file handles for 
any size tool can be quickly made 


from sections of bamboo. Each 
joint of bamboo is solid and to 
make the handle procure a sec- 
tion of the desired size with a 
joint at one end. Drill a small 
hole in this solid core a little 
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smaller than the file handle and 
tap the file into this hole. Bam- 
boo is hard and very tough 
across grain but will split easily 
with the grain so watch this 
when you insert the tang of the 
file and do not use extreme force. 
Taping both ends will improve 
the handle. Since it is hollow ex- 
except for the joint, it can be 
“loaded” with lead if desired. 


Glen F. Stillwell, 340 Ninth St., 
Manhattan Beach, Calif. 


How To Make Your 
Soldering Gun Heat Quicker 


Almost invariably, when an 
electric soldering gun heats too 
slowly, the trouble is due to the 
fact that the contacts of the tip 
have oxidized and form a high 
resistence connection. Prevent 
this, and make the gun heat 
quickly as it should by removing 


the tip, cleaning and tinning its 











Little Things Make It Big 


Pick up a DeVilbiss JGA Spray Gun—from the very first grasp, the 
smooth firm pull of the trigger tells you it’s right. 


In action, the JGA performs surely, as a true craftsman, with any 
material— primer, lacquer, enamel, or acrylic. It responds instinc- 
tively to trained direction—whether for a feathered edge or for a 
full, soft coat that gently lays down a surface that’s smooth, uniform 


with ideal flow-out. 


The heft is light with a fine balance and a comfortable fit in the hand. 


Forged-aluminum gun body, hardened-steel nozzle, knurled controls 
—all bespeak quality, compactness, and the durability to withstand 


the accident or moment of carelessness. 


So, when you next need a spray gun, remember it’s the little things 
that go into the JGA that make it very big. The DeVilbiss Company, 
Toledo 1, Ohio. 


FOR TOTAL SERVICE, CALL 


DEVILBISS 


EY 
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terminals with solder, then re- 
insert back in the gun. Stanley 
Clark Service, Box 2162, East 
Bradenton, Florida. 


Quick Easy Spot-in’s 

On Falcons and Pontiacs or 
any model auto with fender lines, 
an easy way to spot in without 
having to spray the whole 
fender is to mask along the ride 
line with the open end of the 
tape toward the half you are 
spraying. A thin line, easily 
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rubbed out is all the extra work 
needed. Don Stabnau, Schrader 
Service, 1700 N. Telegraph Rd., 
Dearborn 7, Michigan. 





If you’ve developed an idea that 
has helped you to do body and 
fender work or painting better 
or faster, it may be worth 
money. Jot down the idea and, 
if necessary, make a rough 
sketch. Sometimes a snapshot 
willhelp. Just make the descrip- 
tion of your BODY SHOP TIP 
clear, and if it is used, you'll 
receive a check for $10.00. 

















New Products..... 


Continued from page 100 


Warner Corporation: Announced 
is a “Surgepruf” Power Steering 
Replacement Kit, containing all 
required hose, couplings, tube as- 
semblies in various angles, and 
all required adapters, which will 
put any service outlet into the 
profitable replacement business. 
The Alemite Kit has all of the 
necessary couplings, tube assem- 
blies, and adapters, plus 25 feet 
of Surgepruf *” I.D. hose, of 
4500* PSI burst pressure. The 
hose has oil-resistant Buna-N 
inner tube, securely bonded to a 
double rayon braid; the outer 
cover is of neoprene, to resist 
deterioration from weather, ag- 
ing and abrasion. All fittings 
are precision machined of steel, 


and are zinc plated to resist cor- 
rosion. Write: The Alemite Divi- 
sion of Stewart-Warner Corpo- 
ration, Public Relations, 1826 
Diversey Pkwy, Chicago 14, Ill. 


Portable Nibbler 


Develops pressure of a 
2-ton punch press 


Black & Decker: A portable sheet 
metal nibbler that develops, it is 
said the pressure of a 2-ton 
punch press has been announced. 
The No. 691 8-gage Heavy-Duty 
Nibbler, operates on a punch- 
and-die principle. As the Nibbler 
is fed along the cutting line, 
small rectangular pieces of metal 
are punched out, leaving a 

Continued on page 134 
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Engineering Roundup .. . « «© Continued from page 68 


of critical components, etc. Indus- 
try-wide adoption of front seat belt 
anchors is a special bid for increased 
safety. It remains now to see how 
well the public accepts this idea. 

Cars have more effective sound- 
proofing than ever before. This 
is a safety measure since it re- 
lieves part of the tension of driv- 
ing. 

Better door locks spell safety. 
The Ford family, in particular, has 





a new double latch type lock which 
is claimed to center the door ac- 
curately and should not budge even 
in a serious collision. 

Cadillac boasts a novelty—a pow- 
erful turn light with a wide beam 
that will illuminate the entire corner 
when turning. 

Improved manual and power 
steering systems, with less effort at 
the wheel, certainly mark an addi- 
tional gain in safety and comfort. 





3 ALL-NEW TIMESAVERS FROM K-D 


One Wheel Weight Tool— 
K-D No. 470— 


installs and removes all types 


Hammers weight into 
place and crimps it 


r 


Hooks into hole, pries 
weight off 


aN 


Special pointed end 
for removal of weights 
without holes 


$3.15, Eastern re- 
sale—slightly higher 
in West 





$1.15, Eastern resale—slightly higher in West 


K-D No. 45 Metric Hex Key Pak — 
with all 6 popular small sizes 


A basic pocket tool (3%" folded) for servicing 
foreign makes. Mounted in sturdy steel 
handle. Sizes: 2mm, 24mm, 3mm, 4mm, 
5mm, 6mm. Other sizes also available. 


K-D No. 284 Rear Brake Drum Puller — 
frees frozen Chevrolet drums on all 
models from 1940 on 

No heat, no distortion 


$2.75, Easternresale 
—slightly higher in 
est 


Two pullers, 
two easy steps 


1. On opposite sides 
of the axle, drive 
wedge-shaped ends 
of pullers between 
drum and axle flange 
in direction of axle. 


2. Pry drum loose 
with outward alter- 
nate rocking. Use both 
pullers to prevent 
binding. 


Write for free catalog — or see your tool supplier 


K-f) TOOLS / Make Hard Jobs Easy 


K-D MANUFACTURING COMPANY 


Lancaster, Pa. 











Brakes, unquestionably, are a key 
to safety and a lot of work has been 
done to make brakes better and more 
effective. The Ford family is dis- 
tinguished in its use of self-adjust- 
ing brakes; and this principle has 
been extended to some of the Chrys- 
ler family. This year Oldsmobile 
supplies self-adjusting brakes when 
power brakes are specified. Advan- 
tages are obvious. Lining-to-drum 
clearance is maintained within safe 
limits, for the life of the lining. 
Pedal height remains practically 
constant, thus making stops more 
reliable and safer. 

Perhaps the biggest step was 
taken by Cadillac with the intro- 
duction of its triple-brake system. 
Heart of this system is the double 
master cylinder with an independent 
piston and fluid reservoir for each 
pair of wheels. Even if one wheel 
of a pair is damaged or loses fluid, 
the other pair continues to function. 
In addition, the parking brake can 
be used as an emergency brake 
since it is so arranged that it does 
not lock if applied while the car is 
in gear. 

The Ford family has gone even 
further in making brakes more ef- 
fective and longer lived. On T-Bird, 
Lincoln, and Mercury in particular, 
the brake drums are annealed after 
rough machining to relieve internal 
stresses. This has the effect of hold- 
ing the drums round and true even 
after panic stops. Buick continues 
the use of aluminum drums on its 
full size cars to gain additional ad- 
vantage at the front where the duty 
is greatest. 

Chevrolet is expanding the ap- 
plication of metallic linings on Cor- 
vette and regular models where the 
duty is unusually severe as in the 
case of police cars. There is no risk 
of fading and lining life is greatly 
extended. 

Let us switch for a moment to 
progress in engines. Most dramatic 
is the introduction of the 90-deg. 
V-6 by Buick, covered elsewhere in 
this issue. Chrysler took the wraps 
off its die-cast aluminum Six which 
is now available as a regular option 
on a number of models. The Chevy 
II brought with it a new Four and 
a new companion Six. Ford has 
added a 221-cu. in V-8. 

Ford has attracted notable at- 
tention with the unveiling of an ad- 
vanced foundry technique which 

Continued on page 128 
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NOW A NEW WORLD OF WORTH at 


OPENS A NEW WORLD OF OPPORTUNITY FOR CHEVROLET DEALERS! 


Impala Sport Coupe—that roof line looks enough like a convertible’s to be one! 


For 62, Chevrolet dealers have a new world of worth to please just about anybody. Luxurious new Jet- 
smooth Chevrolets for people who want all the room, refinement and riding comfort they can lay hands on. 
The totally new line of Chevy II’s for the customer who wants modern basic transportation in the best 
Chevrolet tradition. Nine saucier-than-ever Chevy Corvairs for driving enthusiasts who want sports car 
spice on a budget. And, for those who are looking for the ultimate in sporty driving, the ’62 Corvette. 





CHIE 


modern basic transportation 











Here’s a new line of cars that 
means new customers! A new- 
size car that’s easy to park, pack 
and pay for. There’s a choice of 
a thrifty 4- or spunky 6-cylinder 
engine in most models. And it 
rides big-car smooth, too. Chevy II Nova 400 Convertible* 


62 CORVAIR MONZA 


the car that puts sport in the driver’s seat! 











All spruced up to make an even bigger hit on the 
road and in the showroom is the ’62 version of 
the Corvair. It’s got saucier styling, snappier 
interiors and bigger brakes to team up with that 
sure-footed rear-engine traction. Here’s sports 
car scamper served up family style! 


Corvair Monza Club Coupe 


MOTOR AGE @ October 196! 





MOTOR AGE @ October 1961 





STACY WINS 
“SOUTHERN 500” 
WITH 


GABRIEL SHOCKS 


Nelson Stacy, driving a 1961 Ford equipped with Gabriel 
Adjustable E shock absorbers, roared to a 3-second vic- 
tory in the 500-mile stock car classic at Darlington on 
Labor Day. His 117.802 mph average speed was nearly 
6 miles per hour faster than the old record set in 1959. 
What convincing proof of the ruggedness and reliability 
of Gabriel Adjustable E’s! What a selling story this latest 
Gabriel NASCAR* win gives you! Perfect control in the 
world’s toughest stock car test means extra safety, extra 
dependability for your customers. See your Gabriel jobber 
right away. 





*National Association for Stock Car Auto Racing 


“At 130 mph you've got to 
have perfect control, espe- 
cially on curves. That’s why 
I use rugged, dependable 
Gabriel shock absorbers. 
They're really tops with me. 
I have them on my family 


car, too.” Jebe 
AL GF Pal 


THE GABRIEL COMPANY «Cleveland 15, Ohio 
Gabriel of Canada Lid., Toronto 14, Ontario 


tans 


SHOCK ABSORBERS 
LOAD ABSORBERS 


ete a NT TMT 
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makes it feasible to produce light- 
weight cast iron components with 
thin walls of uniformly correct sec- 
tion, and cores set in precise loca- 
tion. This technique has been ap- 
plied to the blocks and heads of the 
now 221-cu. in. V-8 as well as the 
Sixes for the compacts. 

Major change in the Chevrolet 
powerplant options is in the intro- 
duction of a 327-cu. in. V-8 which 
marks the discontinuance of the 





former 348-cu. in. V-8. In fact, this 
327-cu. in. engine is the basic en- 
gine for the numerous engine op- 
tions for Corvette. 

To emphasize a few details: the 
223 cu. in. Six in the Ford family 
now boasts mechanical self-adjust- 
ing rocker arms. Noteworthy too, is 
the method of mounting the engine 
in the Fairlane and Meteor. For 
here they use a cantilever spring at 
the transmission end. 























COMPLETE CURE FOR 
TyNE-yP-PHOB/A :. 


With Pacco’s precise instruction sheet in hand and this Pacco 


Tune-Up Center on the wall, you can face any carburetor and 
make money. 


The cabinet contains 30 Pacco Tune-Up Kits for the most popular 
applications, and doubles as a work-shelf. Each Kit contains step- 
by-step disassembly and assembly instructions, 


plus a clear diagram of every part. 


We'll give you two 4-barrel kits free with each 
Tune-Up Center. Two tune-ups with these kits 
will pay for your cabinet! Good deal? Then get 


yours at your supplier’s today. 


PRECISION AUTOMOTIVE COMPONENTS COMPANY, manchester, Missouri 
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Basic engines in many makes 
form the basis for numerous op- 
tions. This is true of Chevrolet, 
Corvette, Pontiac and Tempest, and 
on Galaxie. It is also true of the 
413-cu. in. Chrysler V-8. 

The industry really has gone all 
out to please the customer. We have 
in mind the general trend in engine 
and chassis lubrication in an effort 
to keep new cars off the service 
lift. 

Taking the chassis first, we find 
that the entire Ford family of cars 
(except the compacts) has a 30,000- 
mile grease interval. The Chrysler 
family has an interval of 32,000 
miles; while Pontiac has pegged its 
cars at 35,000 miles. AMC too has 
joined the bandwagon and has a 
lube interval of 33,000 miles. 

The ultimate goal—no chassis lu- 
brication at all—is achieved by Cad- 
illac and Oldsmobile. These cars do 
not require lubrication for the life 
of the car. 

For the most part, axles and 
manual transmissions are lubed for 
life. Automatic transmission change 
intervals vary with makes. On its 
HydraMatic drive Pontiac specifies 
fluid change at 25,000 miles; Cadil- 
lac at 16,000 miles. 

Practice in engine lube change 
also varies considerably. For ex- 
ample, engines in the Ford family 
specify a change interval of 6000 
miles. Practically all cars in the 
Chrysler and General Motors fami- 
lies have a change interval of 4000 
miles. Cadillac still maintains lube 
change intervals the same as last 
year. 

Switching to suspension systems, 
we find nothing radical but a great 
deal of refinement—wider use of 
rubber in chassis elements, better 
isolation of noise and vibration, 
recalibration of shock absorbers. 

What is decidely new and a “‘first”’ 
is the adoption by Chevrolet of the 
single leaf rear spring on the 
Chevy II. 

Automatic transmissions have 
been treated to some major changes. 
Chrysler Corp. cars have a new ver- 
sion of the automatic drive, employ- 
ing aluminum in the one-piece case 
and in the extension. These drives 
are more compact, incorporate for 
the first time a parking sprag mech- 
anism. This teams up with a major 
change in all divisions, except 
Chrysler models and Imperial, the 
elimination of the transmission 
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brake. Chrysler and Imperial cars 
are the only ones in the family to 
retain the transmission brake—and 
do not have parking sprag mecha- 
nism. Otherwise the design and op- 
eration of both new drives is the 
same. Incidentally, the automatic 
drive on Chrysler models weighs 
60-lb. less than the older version. 
Another significant change in the 
transmission picture is that Chev- 
rolet has discarded its TurboGlide, 
now features a new version of the 
PowerGlide, employing aluminum 
for the one-piece case and extension. 
A great deal of improvement has 
been effected in the electrical sys- 
tem. The Ford family now uses a 
new trailing brush type generator 
which is more quiet and longer lived. 
Chrysler has gone all out to an 
aluminum distributor housing; ny- 
lon content ventilated points. A 
small starting motor with self-con- 
tained reduction gear, packs more 
power in a smaller, high-speed pack- 





See 
Motor Age’s 
Technical Section 
Starting on 
Page 57 











age. All models, except Chrysler and 
Imperial have a printed circuit fer 
the instrument panel. And all cars 
in the family have gone to a multi- 
ple-circuit connector to clean up 
and simplify the wiring harness. 

Cadillac has adopted the distinc- 
tive turn lights at the front; and 
special rear lamps. 

Buick and Oldsmobile now install 
a high capacity alternator when air 
conditioning is specified. 

All compacts, regardless of make, 
employ 13-in. wheels and specify 
two-ply tires. Pontiac alone contin- 
ues to supply the integral aluminum 
hub and drum, together with an 
aluminum wheel at the customer’s 
option. 

Lincoln tires are said to be com- 
pounded specially for Lincoln. They 
are top grade tires and the company 
sees no need for the special premium 
inner tube tires that the customer 
has been prone to buy. 

Amazing progress is being made 
in the use of special materials. 
There is much more rubber, softer 
grades, high hysteresis type, and 
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more butyl. More stainless steel is 
being specified. 

Aluminum has made the greatest 
inroads. As mentioned earlier, alu- 
minum is used almost exclusively 
for automatic transmission cases 
and extensions, and for flywheel 
housings. Both Chrysler and AMC 
have die-cast aluminum blocks for 
six-cylinder engines. Despite the 
gossip in news media, the 215-cu.- 
in. V-8 continues to be used by 
Buick, Olds, and Pontiac. This en- 
gine has aluminum blocks and 
heads, produced by Central Foundry 


Div. 
nique. 

Many of the larger cars are em- 
ploying various plated coatings, 
particularly in the Ford family, to 
prevent corrosion in throttle link- 
age, clutch linkage, in the brake 
system. By preventing corrosion in 
such mechanism there is less effort 
in operation and greater reliability. 

Too, there is a wider use of 
Delrin and nylon bushings in vari- 
ous mechanism to eliminate lubri- 
cation points, reduce operating ef- 
fort, and increase reliability. 


semi-permanent-mold _ tech- 





LUCAS gives you “on the spot” service, 


coast to coast! 


Every Dot’s a LUCAS Dealer or Distributor, 
Every Star’s a LUCAS Factory Branch! 


/LUCAS 


ELECTRICAL SERVICES, INC. 
501-509 West 42nd St., New York 36, N. Y. 


LAMPS + DISTRIBUTORS 
GENERATORS + COILS 

HORNS * REGULATORS 

STARTERS * WINDSHIELD WIPERS 
GIRLING BRAKES + BATTERIES 
GIRLING SHOCK ABSORBERS 


United States Factory Branches 


ENGLEWOOD, N. J., 30 Van Nostrand Ave. 
LOS ANGELES 16, Calif., 

5025-5029 W. Jefferson Blvd. 
S. SAN FRANCISCO, Calif., 171 Beacon St. 
CHICAGO 44, Ill., 5001 W. Belmont Ave. 
HOUSTON 20, Tex., 6055-6057 Armour Dr. 
JACKSONVILLE 5, Fla., 400 S. Edgewood Ave. 
SEATTLE 8, Wash., 5516 First Ave. South 
BOSTON, Mass., Southwest Pk., 

Rt. 1 at Rt. 128, Westwood 
DENVER 7, Colo., 6001 E. 38th Ave. 
BALTIMORE 6, Md., 7114 Commercial Ave. 
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GET SET FOR WINTER 


STOCK AND SELL GHERMOID 


Taree QUALITY LINES KNOWN 


RUBBER PRODUCTS 


REDI-CURV ‘500’ QUALITY 
RADIATOR HOSE 
m Strongest, easiest to install hose available. 


= Smooth fitting, accurately sized, fabric 
reinforced pliable end caps don’t fight back. 


= New Butyl construction resists grease, 
ozone, oil, antifreeze, radiator chemicals. 
Won’t chip or flake to clog cooling systems. 


m@ New tire cord reinforcement gives highest 
burst protection and eliminates stretching. 


@ Pre-formed tempered-steel springs per- 
manently molded into hose for flexibility and 
diameter retention even on long spans. 


m New numbering system makes it easy to 
order, stock and sell. 


@ Size engineered for maximum coverage 
with minimum inventory. 


AND STRAIGHT RADIAT! 
ERVICE HOSE FOR EVERY 


AVAILAE 


CAR HEATER HOSE 


= New attractive, sales-compelling display rack 
available for wall or bench mounting. 


Vyerh) 


= Neoprene tube offers resistance to corrosive ef- 
fects of hot water, antifreeze, radiator chemicals. 
@ Heavy knit reinforcement locked in special tie- 
gum section gives maximum strength. 

m All hose conveniently marked every six inches 
for quick measuring and cutting. 

m Size range to meet every requirement: 14”, § 
4%”, 7%”, 1” in 25’ and 50’ coils. Popular %” 

¥/,” furnished on display reels. 544” also available 
in 250’ display carton and 100’ coils. 


a 
® Neoprene-jacketed for maximum oil and grease 
resistance. 
® Pre-stretched construction for longer life. 
= All 
uses. 
m One premium quality, first line product for min- 
imum stocking and selling problems. 
® Application engineered to fit all popular pas- 
senger cars, trucks, and off-the-road equipment 
with minimum inventory. 


service coverage, including off-highway 


NEW COLORFUL BANNERS NEW, EASY-TO-USE CATALOGS “A” STANDS 


MOTOR AGE @ October 1961 





DRIVING BUSINESS... 


BIGY PROFIT-MAKING LINES 


FROM COAST TO COAST 


FRICTION BRAKE PARTS 
PRODUCTS BRAKE PARTS AND FLUID 


FOR HYDRAULIC 
“PRESSURE-FORGED” BRAKE SYSTEMS 


HIGH DENSITY @ Fine grained, precision cast cylinders with “Mi- 
FRICTION PRODUCTS cromized” walls for smooth, positive brake action 


and long wear. 


@ Cups made of tough high heat resisting com- 
pound exceeding SAE specs. Each precision 
trimmed for positive sealing. 


@ A complete line of bonded shoes, rivet- 
on segments, brake blocks, clutch facings, 
and other automotive friction materials. 


@ Top quality repair kits contain all required 
B® Uniform, high-density asbestos base working parts. 


linings—wear longer—do not fade under 

severe braking conditions—no water ab- ™ Carefully selected range of hydraulic cylinder 

sorption. repair kits give maximum coverage with minimum 

inventory. 

® All bonded shoe linings cam-ground on 

the shoes to proper radius and individ- bad Ultra-Heavy Duty and Heavy Duty brake 

ually tested to guarantee safe bonding. fluids exceed SAE specs. Available in 12 oz. con- 
: tainers, quarts, 1-214-5-gallon cans and 30 and 50 

@ Two grades available: Premium Grade] gallon drums for easy stocking and handling. 

Thermobond, High-Quality Competitive 

Grade Portobond. 


® A complete, easy to stock, easy to sell 
line for all cars and trucks. 


STOCK AND SELL QHERMOID BIG QHREE AUTOMOTIVE PRODUCT LINES 


Complete, across the board coverage. Full stocks available in 8 strategically located warehouses to back 
up your local Thermoid distributor. Three high profit fast moving lines—merchandising and point of 
sale materials on each line free to all dealers. 


REDUCE YOUR SELLING TIME—SELL THERMOID, THE NATIONAL BRAND IN ALL THREE LINES 


THERMOID DIVISION 
p RTER H. K. PORTER COMPANY, INC. 


200 WHITEHEAD ROAD, TRENTON 6, NEW JERSEY 
NEWSPAPER MATS MAILERS 
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Detroit Report... 


End of The Smog Makers? 


Two years from now, and perhaps 
even sooner, it seems certain that 
every auto turned out by Detroit 
will have a device in its power-plant 
innards to reduce by a third the foul 
unburned gases blown out into the 
air. Abraham A. Ribicoff, U.S. 
Secretary of Health, Education, and 
Welfare, has said as much. 

Unless auto manufacturers install 
a means of reducing air pollution, 
Ribicoff warned them, he will ask 
Congress for a law to make them do 
it. The earliest this could go into 
effect—by law—-would be about this 
time in 1963 for cars of the 1964 
model year. But a voluntary push 
by the industry could cut the time 
in half. Right now, every new car 
delivered in California already con- 
forms to the Ribicoff edict—-but by 
California, not Federal, law. 

How much would the gizmo cost 
the purchaser of a new car? Around 
five dollars—and perhaps less. 

Despite advances in engine engi- 
neering, modern gasoline engines still 
have a long way to go. Like a kero- 
sine lamp that uses only part of the 
energy potential of its fuel—that 
flame the wick throws up is yellow 
because hydrocarbons in the fuel re- 
main unburned—the cylinder heads 
of a gasoline engine also waste hy- 
drocarbons. Only a fourth of the 
energy in the fuel is actually con- 
sumed when the spark ignites it. 
The unburned part goes two ways: 
some out the tailpipe, some into the 
crankcase. 

As yet, little has been done about 
the emissions from the tail pipe. 
But the unburned hydrocarbons in 
the crankcase—deposited there by 
“blow-by” past the pistons—are, in 
part, controllable. The crankcase 
has a breather tube to vent the foul 
gases into the air. 

The simplest way to cope with 
crankcase gases is to pipe them back 
into the cylinders for another go- 
‘round. It’s like feeding the un- 
burned gases of the kerosene lamp 
back into the fuel bowl. Thai is 
what is being done by the anti- 
pollution devices with which cars in 
smog-plagued California are fitted. 
The most popular device is made by 
GM’s AC Spark Plug division. 
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Meantime, attacks are also being 
made on the emissions from tail 
pipes. After more than two years 
of research, W. R. Grace & Co. has 
produced a catalyst to be put in 
mufflers. Now being tested in a 
Los Angeles-made muffler, it is said 
to render a lot of noxious fumes 
harmless. 


Supersecret: The XP 715 


Despite denials by Buick that it 
will bring out a Thunderbird-type 
sporty (not sports) car during the 
1962 model year, work is being 
pushed on the project. Code name 
for the car is XP 715. It has a fiber- 
glass body, though there’s no assur- 
ance that it will be made that way 
on the production line. 

An interesting feature of the car is 
that its wheels, unlike those on al- 
most all GM cars up to 62, will have 
tapered roller bearings rather than 
ball bearings. Tapered bearings— 
now standard on Olds and Pon- 
tiacs—adjust more readily to the 
torque put on the outside nut on the 
axle by the production worker or 
your garage mechanic. 

The Cupeake Body 

Speaking of fiber-glass, it’s en- 
tirely possible that some auto 
makers will adopt an idea pro- 
pounded more than 20 years ago by 
the late Bill Stout, designer of the 
Ford trimotor airplane. 

Stout argued endlessly but to no 
avail at Ford for dentproof car 
bodies made of plastic reinforced by 
fiber-glass. His views were justified 
when Kaiser, and later Corvette, 
produced just such bodies. 

Creative Industries, of Detroit, 
recently built a compact-size car 
with only 11 plastic body panels 
compared with the more than 90 
used in the Corvette. Such bodies 
are turned out in forms, like cup- 
cakes. 

Other ideas are brewing, such as 
use of reinforced plastics—following 
the lead of Chrysler in this field—for 
parts of car bodies. Experiments 
are in progress for molding one panel 
for the car-trunk floor, spare-tire 
well, and gas tank. Another 
thought: Cloth trim could be 
attached to plastic car doors while 
they were being fabricated. Why 


not attach a rug to the entire floor 
pan in the manufacturing? 

There’s a catch, of course, to all 
of this—steel bodies cost less when 
the production run exceeds 50,000 


cars. 


Job-Matched 1962 
Chevrolet Trucks 

There’s a new world of worth in 
the Chevy truck line for ’62—trucks 
powered and built to work more, 
save more, earn more. They’re new 
from diesel to dazzle. A total of 
nine great High Torque engines 
enable you to match truck power to 
your job precisely for top perform- 
ance and economy. In every con- 
ventional model, Chevy gives you 


Gus Wilson’s 


A regularly monthly feature 
of Popular Science 

The day starts out with busi- 
ness-as-usual at the Model Gar- 
age. Only break in the routine is 
when old Silas Barnstable, that 
notorious nickel-nurser and re- 
pair-it-yourselfer, stops by to bor- 
row some advice (and tools) and 
finally has to holler for help from 
Gus. 

Then things begin to pop: 
Trooper Jerry Corcoran rolls in 
with an ailing patrol car—and a 


POPULAR SCIENCE READERS 
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new Easy-View styling—a design 
that’s as practical as it is good look- 
ing, with a vision-sloped hood that 
enables the driver to see as much as 
10'/. ft. more of the road. 


Wrong Forecast: Rain 

Tinted windshields always make a 
light-gray sky look as though a 
storm is brewing. A chemical com- 
pany may have the answer——a sub- 
stance in the glass that tints up only 
in bright sunlight. 


Superchargers For °64 

With most of the 1962 cars in the 
showrooms, what’s Detroit got up 
its sleeve for the future? Here’s a 


long-range peek at the drawing 
boards. 
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from Popular Science 


355 Lexington Avenue, New York 17, New York Monthly 


For 1964—and possibly even ear- 
lier—look for a development that 
will snatch the hat right off your 
head. It’s a medium-size car with 
the around-town gas economy of a 
Volkswagen and the open-road per- 
formance of one with 200 horses 
under the hood. 

The secret: a “blown’’ 
supercharged —engine. 

The idea is being pushed hard at 
both Oldsmobile and Chevrolet. 
Small and rugged, the power plant 
would use a good portion of the 40 
percent of energy potential that goes 
out the exhaust pipe of today’s 
typical car engine. 

The objective is to triple or even 


that is, 


SeeeeeeeeeeeeeeePeceseeeeeeeeeeeeseeeeeeeeeeee 
. 


tale of woe: His engine misses at 
high speeds, but that’s not all 
that’s missing. So are 10 sticks 
of dynamite from the roadbuild- 
ing job at nearby Newtown. 
Gus smells trouble and his wild 
hunch leads him and Corcoran on 
a 90-mile-an-hour race against 
death. See “Gus Pulls the 
Switch on Murder’’—in Oct. PS. 


ARE YOUR BEST CUSTOMERS 
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quadruple the horsepower produced 
by an engine of a given piston dis- 
placement. The supercharger would, 
of course, have to be something 
special. Those now available boost 
power by only half again, or less. 

A unique feature of this arrange- 
ment could be a switch that would 
permit the driver to turn the super- 
charger on and off. Why use all the 
machinery for added power in 
simple city driving? It goes without 
saying that the engine would have 
to be built to withstand the extra 
stresses and heat generated by 
higher compression ratios. Shape of 
things to come may be embodied in 
the design of the four-and-six cyl- 
inder engines for the new Chevy II. 
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Get The Message 

An “oil burning” engine means 
mechanical parts are beginning to 
wear. Main, connecting rod and 
crankshaft bearings control the oil 
flow inside your engine. As bear- 
ings wear, they leak excessive 
amounts of oil, and this oil-——up to 
25 times the normal amount—is 
thrown violently against the cyl- 
inder walls. It slips past piston 
rings into the combustion chamber, 
where it burns to heavy carbon and 
varnish. Rings become clogged and 
deposits build up on valves. Cars 
burn oil, gas mileage drops and per- 
formance becomes sluggish. 

Mechanics know what to do. An 
overhaul is necessary and, for com- 
plete satisfaction, Federal Mogul 
engine bearings are a must! 


Those Bloody Tail Lights 

Something else is cooking, and it 
will be served up before not too 
long. That’s a system for increasing 
the intensity of rear turn and stop 
signals in daytime. Now, in bright 
sunlight, they’re often too dim to be 
seen. 

But make ’em brighter and you 
create another problem. At night, 
they’d dazzle the driver behind you. 
The answer: resistors to cut in- 
tensity of the tail lights when head- 
lights are switched on. (A British 
company is coming out with the 
same system, too.) 

Updated Volkswagen 

A lot of changes have gone into 
the ’62 Volkswagen announced last 
month. The gasoline gauge on 
sedans—a running change on the 
production line for ’61—has been 
added to Karmann Ghia coupes, 
station wagons, and trucks. The 
reserve tank-control cock is, in con- 
sequence, gone. Most VW owners 
won’t miss it. 


V for Voom 


It was only natural that Buick 
would develop the successor to the 
in-line six cylinder engine. . .the V-6. 
Now you can get a V-6 in the new 
1962 Buick Special (in convertible, 
sedan or station wagon models). A 
V-6 that gives drivers the V-smooth, 
V-lively Voom of big cars plus gas 
economy that challenges the com- 
pacts. 





Leading Advertisers Appearing 
In The October Issue Of 
POPULAR SCIENCE 


The Armstrong Rubber Co. 
Tires 
Buick Division 
Buick Special 
A. C. Oil Filters 
Oil Filters 
Quaker State Oil Refinery 
Corp. 

Motor Oil 
Firestone Tire & Rubber 
Company 
Truck Tires 
Pontiac Division 
Tempest 
Federal-Mogul-Bower 
Bearings 
Engine Bearings 
Stewart-Warner Corp. 

Fuel Pump 
Holley Carburetor Co. 
Ventilated Contact Sets 
Monroe Auto Equipment Co. 
Shock Absorbers 
Warner Sales 
Radar-Gard 
Pennsylvania Refining Co. 
Gumout 
Chevrolet Division 
Trucks 
Ford Motor Company 
Autolite Spark Plugs 
The Briggs Shock Absorber Co. 
Shock Absorbers 











AMERICA’S FOREMOST 
AUTOMOTIVE MARKET 


ON SALE — 
AT YOUR NEWSSTAND 
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now—a ratchet of 
revolutionary design 


No other ratchet can claim the sleek, 
rugged design of this new Herbrand 
series. It has fewer parts, an extra- 
wide multiple tooth pawl for added 
strength—and a brighter, more durable 
full polish finish that retains its new 
appearance indefinitely. Built for life- 
time service, this ratchet is truly a 
work horse. 


stronger 


tear-drop design reaches Ps 
restricted areas 


fewer 
working 
parts 


extra 
short angle 


| hand [hobs 


“HERBRAND DIVISION 
THE BINGHAM-HERBRAND CORPORATION 
FREMONT, OHIO 
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New Products e © © © © © © © @ © © Continued from page 123 


smooth edge. Metal on either side 
of the cut is not bent or curled. 
This is designed and _ built 
throughout for heavy-duty pro- 
duction work, with heavy-duty 
ball, roller and needle bearings 
company states. Write: Black & 
Decker, Townson 4, Maryland, or 
*phone Valley 3-4400. 


Car-Skin Special 
Made for all new cars 


Car-Skin Products Corporation: 
Car-skin special is designed, 


company states, for the lustre 
acrylic, melamine and diamond 
lustre finishes. It requires no 
waxing. Just wipe on—let dry— 
wipe off. Write: Car-Skin Prod- 
ucts Corp., Flemington, New 
Jersey. 


Speckled Finish 
Designed for refinishing 
interior of trunk areas 


Ditzler Color Division of Pitts- 
burgh Plate Glass Company: A 
new speckled finish, designed es- 
pecially for refinishing the in- 
terior of trunk areas, was an- 
nounced. To be known as Numer- 
color, the new product provides 
colors to match the interior rear 
compartments of Chevrolets, 
Oldsmobiles and Buicks. The 
standard syphon type spray gun 
available in all automotive paint 
shops may be used for spraying 
“‘Numercolor,” company states. 
Write: Ditzler Color Div., Pitts- 
burgh Plate Glass Co., 800 W. 
Chicago Ave., Detroit 4, Michi- 
gan, or ’phone WE 83-7908. 


Heavy Material Pump 
Provides high pumping rates 
with minimum back pressure 


Binks Manufacturing Company: 
A 10 to 1 ratio pump for han- 
dling heavy fluid materials has 
been developed. It is said to meet 
the need for a low-cost but 
powerful pump to handle mas- 
tics, roof coatings, sound 
deadeners, and similar materials. 
The pump also fills the need for 
an intermediate-range pump big 
enough for continuous, trouble- 
free service, yet not over-sized 
for the job. A newly designed air 
motor valve provides high pump- 
ing rates with minimum back 
pressure, a problem sometimes 
associated with high capacity 
pumps. Pump icing, another 
problem often encountered, is 
also drastically reduced through 
the new design. A muffler on the 
exhaust reduces operation noise. 
Write: Binks Manufacturing 
Co., 3114 Carroll Ave., Chicago 
12, Illinois. 

Continued on page 136 





Help Wanted-Male 





TIRE, BRAKE, BATTERY 
AND WHEEL ALIGNMENT 
SPECIALISTS 


National organization with auto service centers 
from coast-to-coast has unusual permanent posi 
tions with good salaries available all over the 
country for experienced tire, brake, battery and 
wheel alignment specialists and for instructors 
to travel nationally and teach installation tech 
niques. 

Send detailed work history plus present salary 
ind location preference to 

Box 16, Motor Age, 5601 Chestnut St., 
phia 39, Pa. 


Philadel- 





The Mechanic's Best Friend! 
Blejltii-® 
WRENCH 
b> Loosens 
Ce | 


Rusted Bolts 


| nuts, screws, “frozen” parts! 


The super-penetrating rust 
solvent that quickly loosens 
rust and corrosion. 


YOUR JOBBER HAS IT! 
RADIATOR SPECIALTY CO. 


CHARLOTTE, WN. C. 
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MOTOR AGE Mechanics Training Course 
BASIC ELECTRICITY Test | 


Current will not flow unless there is: 


a. An open circuit b. A closed circuit ~} c. A short circuit 


What group of people knew about electricity 2500 years ago? 


a. The Irish b. The Huns c. The Greeks 


Michael Fai iday discovered 


» North Pole b. FE ro-magnetic induction 


c. Proton 


Protons are: 
a. Short tons 
c. Negative particle 
The Copper Atom is made up of 
a. Copper and lead b. 29 electrons and 29 proton 
c. 29 electrons, 34 neutrons, 29 protons 
The Atom with the simplest atomic structure is: 


a. lron atom b. Hydrogen atom c. Uranium atom 


Positive and Negative was applied to electricity by 


Michael Faraday b. Volta De Ampere Ben Franklin 


Free electrons are loosely bound i 


[] a. Paper b. Glas [} ¢. Copper 


Atoms having four or more electrons in their outer orbits are 
a. Neutra b. Positive _} c. Insulators 
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BASIC ELECTRICITY Test Il 


Comparing water to electricity, what is the electrical equivalent of current flow in gallons? 


a. Pounds per square inch b. Gallons [) c. Pounds [) d. Amperes 
An insulator will not conduct electricity because: 

a. Its a hard substance b. It flows easily 

c. It has four or more electrons in outer orbit () d. It has a neutral atomic charge 
What is the great electrical law? 


a. Don’t touch a wire b. Resistance times ohms equals pressure 


[}) ec. Ohm’s Law 
d. Electro Motive Force 


Voltage is the electrical term applied to: 


a. Current flow b. Electrical resistance 


[_] ec. Electrical pressure 
d. Electrical conductors 


What was the name given to the first ““compass’”’ used by man? 


a. Grind stone b. Iron stone c. Lodestone d. Hard stone 


If the North pole of a Magnet is placed near the South pole of another magnet: 
a. They will repel each other b. They will attract each other 
c. They will heat up d. They will turn around 

The ignition coil produces high tension voltage and current by: 


a. Magnetism b. High voltage c. Electro-magnetic induction 


d. Electro re-flux 

Electricity is the flow of: 
a. Voltage in a wire b. Full magnetic flux [_] c. Resistance in series 
d. Free electrons in a wire 

To magnetize a steel bar into a magnet you must pass: 


a. Voltage through a coil of wire 


b. Alternating current through coil 
c. Direct current through a coil of wire 


. High amperage to the stee! b 


In OHM’S Law, the resistance to flow is expressed in: 


a. Ohms b. Volts [] c. Amperes [] d. Lines of Force 
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LPIRLELS 8 
FOR DEALERS WHO 
SELL FAMOUS FRAM 





“WEAR-GUARD” FILTERS 





6 GIFT CERTIFICATES 
(Free with 6 Doz. Cartridges) 


BERNZ-O-MATIC TORCH KIT — King- 
size kit for home and hobby work. It’s 
just one of the many nationally ad- 
vertised gifts you can get ABSO- 
LUTELY FREE in FRAM’S MILLION 
$$$ GIVEAWAY. Gifts are your reward 
for selling Fram ‘‘Wear-Guard”’ Filters 
—today’s fastest moving filters— 
proved to trap up to 40% more dirt 
than any other filter tested. 


STOCK UP ON FRAM FILTERS 
GET FABULOUS FREE GIFTS! 


With every 24 Fram Filters you buy, 
your supplier gives you 2 Free Fram 
Gift Certificates. Redeem them im- 
mediately or save them for gifts of 
higher value. 


CLIP COUPON AND MAIL TODAY! 


FRAM CORPORATION 
DEPT. MG 
Providence 16, R. 1. 


| want to get my share of Fram’s 
Million $$$ Giveaway. Please send 
me catalog of free gifts 








ADDRESS 


City _ ZONE STATE 








MY SUPPLIER’S NAME IS 





If you sell tools 





You Should Be Selling 


KENNEDY 


I fele) mm -1°>. 4-75 


%& Write for Complete Catalog 


KM22B 
KENNEDY MANUFACTURING CO. VAN WERT 6, O. 


Pioneer in the Manufacture of Quality 
TOOL BOXES, TOOL CHESTS and ROLLER CABINETS 


STRUX- 


VALVE FACE 
GRINDING 
MACHINES 


ARE IN USE 
THAN ALL OTHERS 
COMBINED! 


CHOOSE SIOUX WITH CONFIDENCE! 








BUY U.S. BONDS 











ALBERTSON & CO., INC. 


SIOUX CITY « IOWA 











In 2 or 3 minutes you 
can remove and replace 
any axle bearing with 


HAWKINS 
Axle Bearing Press 


Here is a simple, inexpensive, time-saving tool 
for removing and replacing pressed on type rear 
axle bearings. Complete kit is forged from high 
grade steel 

Can be used on all American-built cars and 
trucks (through #/«-ton) and on many foreign 
cars. 

Bearing completely enclosed during service 
operation . . absolutely safe for operator. 

Every repair shop needs one. Approved by 
A. G. A. of Florida. Backed up by a full FIVE 
YEAR GUARANTEE. Write for details. 


ad RED ARROW TOW BAR MIG., Inc. 


P. O. Box 741 Panama City, Florida 





PULLER MEAD sets 


Sy. 5 878." 


Liberal 
Discount 
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New Products .... 


Continued from page 134 


Scope Motor Tester 


Offers facilities for testing 
vehicle with electrical systems of 
6,12 or 24 volts 
Sun Electric Corporation: Just 
introduced is a new automotive 


engine tester, Model 900. It in- 
corporates several new features 
not formerly available. This 
tester offers facilities for testing 
vehicles with electrical systems 
of 6, 12 or 24 volts. A transis- 
torized tachometer gives the 
serviceman three scale ranges; 0 
to 1,000, 0 to 5,000 and 0 to 10,- 
000 with the twist of a dial. For 
testing of automotive coils, a 
new Sun coil scope has been 
added to the tester. Write: Sun 
Electric Corp., 6323 Avondale 
Ave., Chicago 31, Ill. 


Alternator Protector 


Battery charging simplified on 
alternator-equipped cars 


Miller Manufacturing Company: 
The danger of burning out alter- 
nator diodes or wire harnesses 
when charging batteries on al- 
ternator-equipped cars is said to 
be eliminated with the use of a 
new protective device known as 
the Miller Alternator Protector. 
It is installed on any existing 
battery charger or on a tow 
truck booster. The device it is 
said, removes chance of damage 
resulting from reversing polar- 
ity, while car battery cables are 
attached. When the Protector is 
used, it is no longer necessary to 
disconnect battery cables as a 
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safety precaution. The new Al- 
ternator Protector eliminates the 
possibility of ruining an alter- 
nator or a wiring harness, com- 
pany states. Write: Miller Manu- 
facturing Co., 17640 Grand 
River Ave., Detroit 27, Mich. 


Universal Gauge 


Single gauge does work of many 
in carburetor adjustments 


Carter Carburetor Division, ACF 
Industries, Inc.: A universal 
gauge for most adjustments cov- 
ering every make of automobile 
carburetor has been developed. 
It is said to replace most of the 
numerous gauges formerly re- 
quired for individual adjust- 
ments of float levels, unloaders, 
pump travel, starter switches 
and many others, the company 
states. The all-in-one gauge is 
described as being compact and 
sturdy, and it is simple to learn 
to use. Write: Dept. 820, Carter 
Carburetor Division, ACF In- 
dustries, Inc., 2840 N. 
Ave., St. Louis 7, Mo. 


Spring 


Oil Filters 


Provides maximum filter 
protection for modern cars 


Purolator Products, Inc.: A 
newly-improved series of Super 
Continued on page 139 
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TO TURN 
AND SELF- 
LOCKING 


MOUNTING 
BRACKET 


Top, bottom, sides... 
all hard to reach engine 


areas worked easily 
new OTC 
positioning 


with 


FULL 
360° 
ROTATION 


ENGINE ud 
POSITIONING 
STAND ° 
OTC No. 1700 


ENGINE WORK DONE FASTER, 
SAFER, EASIER, FOR BETTER 
OVERALL SHOP PROFITS 


New OTC engine positioning stand 
is fast and safe to operate—allows 
mechanic to easily rotate engines 
through a full 360°. 


A self-locking matched worm-and- 
gear set, with 8” crank, allows engine 
to be locked in any position. Engines 
are mounted on stand by means of 
an adapter bracket which is bolted 
to stand and engine. 


Model No. 1700 weighs only 135 lbs., 
handles engines weighing up to 1200 
lbs. Stand can be bolted to floor, or 
made mobile with optional caster 
assembly. 

Here is a valuable piece of equipment 
which speeds up engine service . . . 
gives you added profit in time saved. 
Contact your OTC distributor for more 


information on this and other time-saving 
OTC tools. 


"e+ OWATONNA TOOL COMPANY 


321 CEDAR STREET, OWATONNA, MINN., CABLE: TOOLCO 





If you're tuning engines 
without tuning automatic 
transmissions...you’re working | 
for half-profits 


Every good mechanic knows that you can’t 
properly tune up an engine without tuning the 
automatic transmission, too. The mechanic 
who tunes up one without tuning up the other, 
endangers his good service reputation—cuts his 
potential profit in half. 


With Thompson Products’ complete line of 
automatic transmission parts, any mechanic 
who can service an engine can now perform 75% 
of all automatic transmission repair work. See 
your Thompson Products’ jobber today and 
start getting your share of high-profit automatic 
transmission income. 


SOLD THRU THE WORLD’S FINEST JOBBERS 


Thompson Products Rep/acement Division 


Thompson Ramo Wooldridge inc. 
Cleveland 3, Ohio 
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lators, 11 direct current and one 
alternator regulator, cover most 
replacement for the years 1950 
through 1960 for the following 


New Products © 6 © © © © © © « « Continued from page 137 


Micronic “screw-on” oil filters Write: Purolator Products, Inc., 


has been developed to provide 
maximum filter protection for 
today’s modern cars, company 
states. Called the PER series, 
the five new-type oil filters to- 
gether with the new Filter Cup 
Wrench, it is said, solves the 
problem of installing and remov- 
ing oil filters on those “hard to 
get at’ late model automobiles. 





Motor Age 
’62 Auto Show 
Starts on 
Page 33 


970 New Brunswick Ave., Rah- 
way, N.J. 


Universal Regulator 


Can be installed without 
change in wiring 


The Electric Autolite Company: 
A new Universal Regulator is 
now being marketed. The regu- 


makes of cars and light trucks: 
American Motors, Ford, Chrys- 
ler, General Motors, Studebaker 
and Willys, company states. In 
the family of 12 precision built 
regulators are five for 6-volt sys- 
tems, six for 12-volt systems and 
one for use with alternators. 
Write: The Electric Autolite Co., 
Toledo 1, Ohio. 














Motor Age’s 
Calendar of 
Coming Events 


Oct. 6-8—IGO of lowa, 3rd Annual 
State Convention, Blackhawk Hotel, 
Davenport, lowa. 


Nov. 8-l10—Automotive Parts Re- 
builders Assn. Convention & Trade 


Show, Hotel Biltmore, Los Angeles, 
Calif. 


Dec. 7-l4—Automotive Electric 
Assn. 44th Annual Meeting and Man- 
ufacturers-Distributors. Conference, 
Edgewater Beach Hotel, Chicago, Ill. 


Dec. 9-11—8th Annual Auto Trim 
Show-Convention, Hotel Ambassa- 
dor, Los Angeles, Calif. 


Feb. 3-7, 1962—National Automo- 
bile Dealers’ Assn. Convention & Ex- 
hibition, Convention Hall, Atlantic 
City, N.J. 


Feb. 28-Mar. 3—International Auto- 
motive Service Industries Show, Navy 
Pier, Chicago, Ill. 


Mar. 22-25—Pacific Automotive 
Show, Memorial Coliseum, Portland, 
Ore. 


Apr. |1-13—Canadian Automotive 
Service Show, Automotive Building, 
Canadian National Exhibition 
grounds, Toronto, Canada. 
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Fall Change- 


EXTENDED BY das 


Patents Pending 


LCP PACKS MORE POWER PER 
DOLLAR THAN ANY OTHER 


teege nue. 


BIG @ soestens, INC. 


Foster, Ohio 
West Coast: 
8203-5 S. Avalon Bivd., Los Angeles 3, Cal. 


International Div.: 
276 West 43rd St., New York 36, N.Y. 


Canada: 
Midiand Machine & Foundry Co., Ltd. 
525 Richmond St., Toronto, Ont. 


PULAR D 


Og. 


"ag RRR gE oe ERR gE: > fk glmeee teaioama es 
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_over Special 


EMAND 


YOuR 
OLD 
TIRE 


“~ \ep Regular Price, complete $138.50 
Less trade-in (or more) 00 
WET PRICE, LIMITED TIME $ $9.50 


FASTEST LOCK simply drops to lock. Holds tire 
securely for g and d ting. 
GREATEST RANGE — Ratchet adjustment fits all 
size tires, 8 thru 19.5 inch, even small boat 
trailer tires. No adapters needed. 

EXCLUSIVE CANTILEVER Bead-Breaker doubles 
power. More than a ton of force frees beads 
effortlessly, safely, positively protecting air- 
sealing beads. AIR POWER DOES THE WORK. 
2-in-1 MOUNT-DEMOUNT TOOL — Easiest to 
use, easiest on beads. Complete assurance 
against nicks or cuts. 

ALL-STEEL POWER CYLINDER and piston assem- 
bly, tested for 600,000 cycles or 15 years op- 
eration and still hasn't missed. 
34% YEARS USE and field-test. 
“gimmick.” 





Not a new 


BIG FOUR INDUSTRIES, INC. 

PO BOX 444N, Foster, Ohio 

Let’s sharpen your pencil to trade in my 
old tire changer on a new LCP. I’m using 
a (make) now. 
Condition: Good [] Fair [] Poor [J 


Write me how you can trade. 








Shop or Station Name 





Street 
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Basic Electricity .. . 


Continued from page 75 


Mechanic Training Program Schedule 


Moror Age readers have been asking about the future plans for 
the Mechanic Training Program. The Basic Electric Series will for 1960. These units will be cov- 
be completed in this October issue. The next series will run for ered in detail again in our ad- 
five months. The series will be on Basic Engine Operation and vanced course in electricity. 
will cover the following subjects: Next month we will begin our 
The Basic Operation of the 4-cycle and 2-cycle engine. series on Basic Engine Theory. 
Two Basic Processes of Combustion—Gasoline and Diesel, in- Any reader who missed some of 
cluding the theory of operation of the Diesel. the basic electrical tests and text 
Basic Horsepower Calculations, including indicated horsepower, may obtain reprints of them by 
brake horsepower and a discussion of torque curves. writing to the Editor of MOTOR 
Basic Ignition Circuits as they apply to the various engines. AGE. We wish to call to your at- 
tention that on our return post 
card in answer to your tests, we 
will mark the items you marked 
wrong. Also we will give you the 
correct answer such as (a) (b) or 
(c). These can be checked against 
a copy of the test which we will 
publish on the following month. 
Each month a condensed version 
of the previous months tests will 
appear in Motor Age for your con- 
venience. However, please con- 
tinue to send in your test sheets as 
you have been. Your response to 
this program has been most grat- 
ifying. 











RIDGE 
REAMERS 


Model SR-9 


Lisle’s finest lathe-action 
Ridge Reamer designed 








BEST. 
FOR 


A bs. cylinders from Enrolled 


| 3” to 5” ; In Motor Age’s 
TYPES | - F My | Training Course? 


for angle-block and 
short stroke as 





well as conventional 
engines. Handles 








OF The SR-9 gets al/ the ridge in one setting. 


New Imported Car Registrations* 
July 


ENGINES 


Model SR-16 


The famous “Sweet 16” Scraper- 
type ridge reamer. Engineered to 
work perfectly in all types of 
engines. Same big range — 3” 
to 5”. 


The tungsten - carbide cutters 
used in both the SR-9 and SR-16 
will stay sharp indefinitely. 


ASK YOUR JOBBER 


LISLE CORPORATION + TOOL DIVISION «+ CLARINDA, IOWA 
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1961 


Volkswagen 15,255 
Renault 3,940 
Triumph 1,050 
Mercedes Benz 1,007 
Volvo 

Fiat 

Simca 

Austin Healey 

Metropolitan 

M.G. 


All Others 
Total 32,932 


Seven 
1961 


Volkswagen 103, 159 
Renault 23,800 
Fiat 7,495 
Mercedes Benz 6,897 
English Ford 6, 662 
Triumph 6,301 
Volvo 6,022 
Austin Healey 5,405 
Opel 5,311 
Metropolitan 5,288 
All Others 45,669 


Total 222,009 


1960 


Volkswagen 
Renault 

Opel 

English Ford 
Triumph 
Austin Healey 
Fiat 

M.G. 
Mercedes Benz 
Simca 

All Others 


Total 


Months 


1960 


Volkswagen 
Renault 

Opel 

English Ford 
Fiat 

Triumph 
Austin Healey 
Simca 

M.G. 
Mercedes Benz 
All Others 


Total 


* Compiled from official state records. Data property 
of R. L. Polk & Co. May not be copied, sold or reprinted 


without Polk permission. 
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Service Managers’ Notebook.......... 


tended life coolants. Think and 
act on the above suggestions. Get 
your sales people to start plug- 
ging for fall and winter service 
Don’t forget to stock up on 
chains, wiper blades and arms, 
Old man Frost and Snow will be 
with us soon. 


Brake Tube Flaring 
CAUTION : It has come to our 


attention that some shop opera- 
tors have been using thin wall 
copper tubing in repairing or 
replacing brake lines. This is not 
a safe shop practice. Remember 
that only steel tubing is recom- 
mended by car factories for re- 
placement of Hydraulic brake 
lines. Never use thin wall copper 
tubing because it is subject to 
fatigue cracking and will fail 
under the high pressures en- 
countered in the hydraulic brake 
system. We also call to your at- 
tention the type of flared end 
that should be used with steel 
brake tubing. Some mechanics 
may think they can get by with 
just a single flare lip. This they 
will find doesn’t work out be- 
cause the single flare will crack 
or split causing a loss of brake 














u 


pressure and fluid. Brake lines 
must always be flared with the 
inverted double flare to give it 
the required flare lip strength. 
Double flaring is almost as sim- 
ple as single flaring except that 
one extra step is added. The ex- 
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Continued from page 105 


tra step inverts the outer edge of 
the tubing, this then is flared in 
the conventional manner to pro- 
duce a double thick flare lip. 
Examination of our illustrations 
will disclose the operations re- 
quired. Make sure your me- 
chanics know about this type 
of flaring operation. The tools 




















i | 
|FLARING | 

















u 


required are available 
your local supplier. 


from 


Proper Torque and 
Aluminum Engines 


Currently, there are six major 
manufacturers offering regular 
production aluminum engines. 
It’s good news from the weight- 
to-power viewpoint, but it places 
an extra burden on the service 
mechanic. It also demands preci- 
sion assembly and close supervi- 
sion of management to see that 
mechanics follow factory torque 
specifications. All engine nuts, 
bolts, capscrews, etc. must be 
tightened correctly and exactly to 
specifications. Tightening by 
“feel” can lead to early failure of 
the component or assembly, and 
possible extensive damage. 

A mechanic’s best friend, 
when it comes to servicing alu- 
minum engines, is a dependable 
torque wrench. A good torque 
wrench, a little know-how, and 
a clear set of specifications will 
erase the burden of guesswork 
from an area where guesswork 
can be extremely expensive to all 
concerned. 

















RRIEVES! 
FOR DEALERS WHO 


SELL FAMOUS FRAM 
“WEAR-GUARD” FILTERS 








120 GIFT CERTIFICATES 
(Free with 120 Doz. Cartridges) 





WESTINGHOUSE 19” PORTABLE TV 
—Today’s most portable portable is 
just one of the many nationally adver- 
tised gifts you can get ABSOLUTELY 
FREE in FRAM’S MILLION $$$ GIVE- 
AWAY. Gifts are your reward for sell- 
ing Fram ‘‘Wear-Guard”’ Filters— 
today’s fastest moving filters—proved 
to trap up to 40% more dirt than any 
other filter tested. 


STOCK UP ON FRAM FILTERS 
GET FABULOUS FREE GIFTS! 


With every 24 Fram Filters you buy, 
your supplier gives you 2 Free Fram 
Gift Certificates. Redeem them im- 
mediately or save them for gifts of 
higher value. 


CLIP COUPON AND MAIL TODAY! 


FRAM CORPORATION 
DEPT. MG 
Providence 16, R. I. 


| want to get my share of Fram’s 
Million $$$ Giveaway. Please send 
me catalog of free gifts. 





NAME 





ADDRESS 





CITY ZONE STATE 





MY SUPPLIER’S NAME IS 
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O Ibs. 
FLATBED TRUCKS... up TO 500 


ay SAV-T-JACK 


LIFTS ALL CARS & 
AIR OPERATED 


AIR OPERATED 


GET THE BIG LIFT! 


&. “apsust 
Write for complete information: 
SAV-T-ENGINEERING CO. 
SEE YOUR JOBBER 316 E. Beach Ave. Inglewood, Calif. 
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ADVERTISERS’ INDEX 


This Advertisers’ Index is published as a convenience, and not as part of the advertising contract. 
Every care will be taken to index correctly. No allowance will be made for errors or failure to insert. 


A 
AC Spark on Div. 110-111 


Agency—D. P. Brother & Co 


AP Parts Corp. Back Cover 


Agency—Gray & Rogers, Advg 


Airtex Automotive Div. 21 
Agency—Waldie & Briggs ne 


Albertson & Co., Inc. 136 
Agency—Stevensor A sociates 
Inc 


American Brakeblok Div. 94-95 
Agency—Aliman Co., Inc 


American Motors Corp. 108-109 
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Armstrong Bros. Tool Co. 144 
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/ Car 
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pn 
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Readers’ Clearinghouse . . . continued from page 96 


I have installed a total of two 
new regulators and a rebuilt 
generator. The latter had a high 
resistance short in the fields. I 
found this with amp. meter. It 
appears only about every two 
weeks. I have charged and 
checked the battery. All clamps 
are clean and are getting a good 
ground. The regulator’ is 
grounded to the fire wall OK. 
When I put the generator on I 
also installed the second regula- 


tor. It worked for two weeks and 
is back again. Will appreciate 
any help you can give me. 
George Roberts, 
Roberts Repair Shop 
Bethany Beach, Del. 


INCE you _ have already 
checked over the wiring and 
are sure the regulator and gen- 
erator have a good ground, I 
would suggest running a sepa- 
rate ground wire from the regu- 





ARMSTRONG 


” 


RATCHET 


The ONLY Ratchet with 
ALL these important features! 


Hole in handle 





convenient -hanging 


Fine-toothed gear 


Slenderized head 


Thumb-operated reversing 
lever specially designed so 
it won't come off 


Reversing-lever stop (Ball 
and-spring prevents accidental 
shifting 


Simple to clean—only tool 
required is a Phillips screwdriver 
wearable parts may be ind 


vidually replaced 


Thin handle 


with knurled grip 


Easy ratcheting action 


V4 Vg 
drives 


in V2 drive 


All wearable parts are replaceable; 


and 1/2 
two handle 


individually, in-¥ 


square 
lengths 


= * 
— 


, 


De: 
>} 


expensively, easily. With no teeth cut into handle, it ce 


need never be replaced. 
ratchets guarantees: 
tool sense. 


*“ ARMSTRONG” 
advanced design, top quality and 


on these extra Heavy 


DUTY RATCHETS SOCKETS 


Extra heavy duty “50” Series ARMSTRONG ratchets 
(see right) in 1”, 34”, 42” and 39” square drive sizes 
Our General Catalog 700, gives complete information on 
these and approximately 5500 other ARMSTRONG tools. 
Your local ARMSTRONG Distributors will supply you 


a Catalog and demonstrate the new ratchets. 
don’t know who he is, write us for his name. 


If you 


—_ p WRENCH sets 


ARMSTRONG BROS. TOOL co. 


5266 W. ARMSTRONG AVE. 


CHICAGO 46, ILLINOIS 








lator to the generator. We had 
a similar experience with a De- 
Soto and this new ground wire 
eliminated the trouble. 





“My regular horn is broken!”’ 











Let Your Wife Learn 
The Business 


Continued from page 91 


take over and “‘fill’er up” at the gas 
tank. And by the same token, the 
attendant who must report to her 
every pay day in order to receive 
his paycheck, is more likely to re- 
spect her and obey her when the 
time comes for her to say, “Will 
you please be sure that Mr. Jones’ 
car is ready by 2 P.M. Friday. I 
just promised him this over the 
telephone.” 


Meet With Salesmen 


It is also important to allow your 
new part-time worker to get ac- 
quainted with salesmen and whole- 
salers of all kinds without allowing 
her to make any purchases on her 
own, and one operator who does this 
has a very real reason: He feels that 
the salesman will do all he can to 
educate her re: special cleaners, 
special jacks, special underseals, 
special spark plugs and special tools 
of whatever nature that he happens 
to be selling. However, when the 
actual sale is discussed later be- 
tween husband and wife, he edu- 
sates her, in this sugar coated 
fashion, as to why the station does 
or does not need this particular mer- 
chandise. 


MOTOR AGE @ October 196! 





“200 Gates Belt 


sales a month make 
healthy bank deposits!” 


says L. D. Eaker, Eaker Motor Service, 
Shawnee Mission, Kansas 


“We have been selling Gates V-Belts for 13 years, and have 
found them to be one of the most profitable TBA items we carry. 

“There’s no secret about our big turnover...we simply check 
the belt every time a hood is raised. And, if an immediate replace- 
ment isn’t indicated, we recommend carrying a spare...with the 
understanding that if the belt isn’t used before the car is traded, 
we'll swap it for the proper type and size for the new car. 

“As distributors for two different air conditioners, we also sell 
annually several hundred Gates Air Conditioner Belts. 

“Gates station-tested sales aids make our job of finding and 
installing the proper belt a very simple matter.” 


“GO” Gates for profit... 
Call your Gates Jobber Today! 


Your Gates Supplier will have a The Gates Rubber Co, 
| jae factory-trained Gates Representative in- Denver, Colerade 
| VULCO | stall attractive belt and hose displays, 
V-BELT ra ge clean up your belt and hose stocks, and 
me supply you with a complete set of sta- 
tion-tested Gates Sales Aids. He’ll also 
help you get your present stock in shape ‘a 
for top profits—and you won’t lose a World's sini ates 
penny! of V-Belts 


Gates Vulco V-Belts and Hose... 
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